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A 


over the 


his 


and we believe 
we know our oats too! 


Processing oats is our business, a 
business that is growing as fast as 
did Sir Walter’s reputation. You'll 
find that we, too, do the unusual and 
appreciated in our endeavor to be of 
greater service. 


FEEDING ROLLED OATS 
FEEDING OAT MEAL 
STEEL CUT OATS 
GROUND OATS 
WHOLE OAT GROATS 
PULVERIZED OATS 
GROUND BARLEY 


and ‘Wineral <content 


‘ 


Concentrated 


MASHES 


CONTROLLED 
CEREAL GRASSES 


@ You sell more when you add 


Deughboy Mash Concentrate with 
Controiled Cereal Grasses to your 
mixed mashes. 


Your customers: know the ad- 
wentages of green-gtass feeding _ 
for potiltry. These succulent young ~ 
ghoote of wheat, oats, rye. : 
‘barley put extra vitamin po‘oncy 


and 
your 


You Pay Nothing | Extra 


Déughboy Mesh Concentrate 


comts you no more because 


grass content. 


‘Impreved by Mother 


Doughboy Mash Concentrate 


given ‘the farmer extra. value. 
you extra. profits, 


for bull information 


| 
for the cost of alittle cleaning: 
| 
4 NEW RICHMOND, WISCONSIN 


Photographs 
courtesy 
T.E.IbbersonCo. 


Minneapolis 


Speed in the manufacture of feeds of all kinds is what Goldberg Feed 
& Seed Co., West Fargo, N. D. demanded when they built and equipped 
the above plant. They specialize in molasses feed and have a capacity of 9 
tons per hour. 


Strong-Scott equipment was installed in this plant and includes Head 
Drives; Belting; Drives; Nu-type Buckets; Molasses Feed Mixer; Dry Feed 
Mixer; Spouting; Fixtures, etc. 


GOLDBERG BUILDS FOR 
MANUFACTURING SPEED 


Before you start building or remodeling, find out what Strong-Scott 
equipment will mean to you in efficient and economical operation. 
Send for full information. 


Everything Jor Every Mill, Elevator 
and Feed Plant 
he Strong- -Scott Co. 


Branch Office: Great Falls, Mont. ott Mig Minn. 


FRED H. CHASE, Representative 
Box 124 Oshkosh, Wis. Telephone 8187 


Interior view, 
showing at top, 
left, the over- 
head installa- 
tion of Dry Feed 
Mixer and at 
right, bottom, 
Molasses Feed 
Mixer. 
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“Merchandising is just as 
much of a scientific 
problem as the chemistry 
of nutrition.” 


MERCHANDISING MAGAZINE OF THE FEED INDUSTRY 


MARCH, 1941 


Vol. 17 No. 3 


DAVID K. STEENBERGH 


Publisher UP th ‘A 
ELDON H. ROESLER tAAue eee 


Advertising Manager 


Rundown Mill Is Profit Maker... 17 
When Free Men Work Together..00oo.0.0.0oocococecceccceeececeees 23 
the average American farm and in 
Thanks to millions of farmers, thanks 4| 
to the scientifically minded hatchery 
and feed industry, the quality of 42 
chicks sold and raised each year is < 
improving. This helps to insure good March in Your Feed EE ta a ee 43 
more profit for fermen. May the Birthday Greeting Schedule... 48 
quality of America's poultry flocks 


PUBLISHED MONTHLY by the Editorial Service Company, Incorporated, 741 North Milwaukee street, Milwaukee, Wis. 
David K. Steenbergh, President and Treasurer. 


OFFICIAL PUBLICATION of the 


Central Retail Feed Association, 741 North Milwaukee street, Milwaukee. David K. Steenbergh, Executive Secretary. 
Eastern Federation of Feed Merchants, 35 Douglas road, Glen Ridge, N. J. Louis E. Thompson, Secretary-Treasurer. 
New England Retail Grain Dealers Association, Box 8, Ludlow, Mass. Lynne P. Townsend, Secretary. 

Ohio Grain, Mill and Feed Dealers Association, 30 East Broad street, Columbus, Ohio. W. W. Cummings, Secretary. 
Western Grain and Feed Association, 827 Grand avenue, Des Moines, Ia. Harold E. Theile, Executive Secretary. 
SUBSCRIPTION RATES: Single copy, 25 cents; $2.00 per Year; $3.00 for Two Years. Entered as second-class matter 

March 13, 1940, at the post office at Milwaukee, Wisconsin, under act of March 3, 1879. 


ADVERTISING RATES on request. Changes in advertising copy may be submitted up to the 25th of the month preceding 
date of issue. 
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FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of ... 
Wheat 
Wheat Middlinga 
Rye Middlings 
Malt Sprouts 
@newens Grains 
Linseed Meal 
Soybean Meal 
Oatfeed 


GRAIN AND STOCK EXCHANGE 


MILWAUKEE 


Laboratories and Offices 


GENERAL BIOCHEMICALS 


INCORPORATED 


Manufactucers of 


NUTRITIONAL BIOCHEMICALS (Vitamins) 


FOR 
CONCENTRATES FOR FEEDS 
CAROTENE 
RIBOFLAVIN 


NICOTINIC ACID 


Other biologically important factors are also available. 
For further information write to 


GENERAL BIOCHEMICALS, inc. 


10 Laboratory Park ++ Chagrin Falls, Ohio 


THAT MONEY CAN BUY 


DRIED 
SHIM MILK 


YET PRICED 


Buy Dried Skim Milk from a firm that spe- 
cializes in milk for animal feed. 


“SUPREME” DRIED SKIM MILK is perfect 
quality, freshly made — and is shipped di- 
rectly from the creamery to you in paper 
lined burlap sacks. 


No matter where you're located, be sure 
to get our price. Because of our large vol- 
ume, we're able to sell you the very best 
quality that money can buy — at prices that 
defy competition. 


Write, Phone or Wire for 
Unusually Attractive Prices. 


Bulletin Building 
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Philadelphia, Pa. 


Shaker 


fast action 


Scalper Cleaner Sifter Dresser 


Hi-intensity Oscillation — and a Jolts-as-it-Shakes 
Action easily screens trashy stocks, swiftly sifts 
bulky, slow-moving materials standard equipment 
handles unsatisfactorily ... A many-purpose, easy- 
to-install outfit requiring little space, small power 
— no attention ... Sieves are self-cleaned .. . 
Built in several sizes... 


Ask for Data B-404 


S. HOWES CO. Inc. wey Silver Creek, N. Y. 
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ONE SURE WAY 


to make this your best 


Chick Mash Year 


COMPLETE CHICK STARTER 


Now is the time to take advantage uf the brighter poultry outlook 
and the increased demand for chicks. Push ARCADY COM- 
PLETE CHICK STARTER for greater feed profits. 


ARCADY COMPLETE CHICK STARTER 


is your customers’ insurance of sturdy, livable chicks . . . your 
insurance of more, satisfied buyers that will be coming back for 
other reliable ARCADY FEEDS. That’s the Arcady Way to 
bigger, year ’round profits for 1941! 


ARCADY COMPLETE CHICK STARTER 


is a scientifically balanced ration containing all essential ingredients 
for fast, sturdy growth, uniform feathering and body development 
... the result of over 25 years’ experience in the manufacturing 
of better, more efficient feeds. 


Be Sure to Have a Supply on Hand to 
Meet the Needs of Your Customers! 


SALES HELPS 
FOR YO 


14 RADIO 
STATIONS 
Now Working 
For You 
To help you 
make bigger 
profits, the radio 
is consistently 
carrying the 
ARCADY message to 
feeders. 


PREMIUM COUPONS 
In Every Sack 


Here’s a test- 
ed method 
to stimulate 
sales. Write 
for your sup- 

ply of these Bue 

Free 32 page 
booklets that 
show the 
many valu- 

able premiums available. 


ARCADY 
FEEDS 


FOR ALL LIVESTOCK AND POULTRY 


TESTED 


ARCADY FARMS MILLING COMPANY: 223 WEST JACKSON BLVD. 


CHICAGO, ILL. 
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ohio feed dealer’s 


EED and rodents go together, 

runs an old saying; but very 

few farmers like the combina- 
tion. Waste of feed alone is suffi- 
cient cause, but expert veterinar- 
ians now declare that many live- 
stock and poultry diseases are 
spread by mice and rats migrating 
from farm to farm. 

H. L. Swayne, genial feed dealer 
of Dyesville, Ohio, has still another 
reason for hating rodents. Several 
of his customers were having diffi- 
culty meeting sanitation require- 
ments laid down by the milk pro- 
ducers league of which they were 
members, and hints dropped by in- 
spectors at the feed store indicated 
that bad infestations of mice and 
rats on farms might be a contribu- 
ting factor. Mr. Swayne promptly 
decided that he could become a 
better ally of these farmers and 
their neighbors by declaring war 
on rodents. 

He started his campaign by mak- 
ing brief personal calls on every 
farmer on his customer list, and dis- 
cussing various ways to rout ro- 
dents. Around buildings where 
carbon monoxide (exhaust fumes) 
could be used, he offered to loan 
tubber hose and induction equip- 
ment. To other farmers, he suggest- 
ed various types of commercial 
pest-destroyers which were carried 
in stock at the store. Learning that 
local schoolboys often organized 
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pest-hunting clubs he offered a 
$2.00 cash prize each month to the 
winning club. These inducements 
were sufficient to arouse interest, 
and pest-destruction became a live- 
ly topic of conversation around the 
feed store. Sales of exterminators 
and disinfectants were stimulated, 
but Mr. Swayne’s big reward came 
when Milk league membership be- 
gan to expand in almost every sec- 
tion of his territory. This meant 
more and better cattle and conse- 
quently more demand for commer: 
cial feeds and supplements. 
“Most farmers know the cost of 
feeding a rat,” Mr. Swayne declar- 
ed. “But very few seem aware of 
the disease and unsanitary environ- 
ment which may result from har- 
boring it on the place. One farmer 
upon whom I called was battling 
coccidiosis, resulting, his veterinar- 
ian believed, from rats feeding on 
dead chicks thrown out from a 
neighbor's pen. Another complain- 
ed that his cows were off feed. We 
examined the open-top feed bins, 
and the rodent odor was fierce. At 
my suggestion, he cleaned up the 
place, and screened his feed-bins. 
His cows promptly relished the 
same brand of commercial ration 
they had refused, but a week's milk 
production had been lost. Before 
my canvass was over, I found sev- 
eral such cases which convinced 
me that many complaints reaching 


benefits farmers 


the dealer about animals refusing 
certain kinds of feed can be traced 
directly to rodent activity. 

“We have no record of the 
amount of pests killed so far in our 
campaign, but we have ample evi- 
dence that more than 80 per cent 
of our customers are using other 
means of destruction besides the 
family cat. A local veterinarian and 
several dairy inspectors have com- 
mented upon the change which ro- 
dent destruction has made on many 
farms. This has led to a steady 
membership gain in the various 
dairy and poultry organizations, 
and wherever such membership in- 
creased our sales of feed and sup- 
plies have been boosted. We now 
own three 10 foot sections of rub- 
ber hose, which are loaned out to 
farmers, free of charge, for gassing 
rodents. Our store has been amply 
stocked with rat and mouse traps, 
commercial destructive prepara- 
tions, red-squill, nicotine-sulphate, 
and disinfectants. The war still 
goes on, and our sales-records 
clearly indicate that we are making 
progress.” 


@ O. E. M. KELLER, Toledo, president and 
manager of Kasco Mills, Inc., underwent 
a minor operation last month, but is now 
back at his desk. 

@ JOSEPH STIEFEL, Decatur, Ind., recently 
purchased the Reed Feed & Supply Co. 
and will operate it under the name of 
Stiefel Grain & Supply Co. 
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Building for the years.... 


A mighty steel girder moves into place . .. 


Unseen when the structure is finished, it is there nevertheless, serving as a 
quality link, supplying strength and safety through the years. 


You in your business, and we in ours, build “for the years” when we build with 
quality. 


You, as a feed manufacturer, want quality in not only one but every ingredient 
in your feeds. Unseen—but there—these quality ingredients make a finished 
product that strengthens your reputation, builds success. 


Atkins & Durbrow offers you quality in vitamin products—so essential to present 
day feeding. Here at the House of Vitamins, you find represented only companies 
that are well-known, reputable manufacturers of vitamin products. E. R. Squibb 
& Sons, Pabst Brewing Company, California Packing Corporation, VioBin 
Corporation, American Butter Company. 


Make Atkins & Durbrow—the House of Vitamins—your “headquarters” for 
vitamin products. Our sales representatives operate from 10 centrally located 
cities. We have warehouse stocks in 8 cities. We are prepared to render you 
efficient, thorough service at all times. 


See the Atkins & Durbrow representative when he calls. Hear his story. You 
will find him the type of man you like to do business with—a true representative 
of a quality house. 


HEADQUARTERS FOR 
QUALITY VITAMIN PRODUCTS 


ATKINS & DURBROW, rnc. 


(Proprietors of The OK Company) 


165 JOHN STREET, NEW YORK, N.Y. 


CHICAGO BOSTON DETROIT 
1524 South Western Avenue 177 Milk Street 3023 Vicksburg Avenue 


EASTERN DISTRIBUTORS FOR 


E. R. Squibb & Sons 
EXADOL 
3,000 or more Vitamin A and 
400 or more Vitamin D units 
€ 
VioBin Corporation 
REX WHEAT GERM OIL 


A cold processed, extracted 
oil, rich in Vitamin E 


Pabst Brewing Co. 
PABST'S BREWERS DRIED YEAST 
Contains 20,430 Int’! units 


18,160 gammas Riboflavin and 
158,900 gammas Nicotinic Acid 


& 
California Packing Corp. 
REGULAR BIOTOL 


Not less than 85 Vitamin D 
and 600 Vitamin A units 


SUPER BIOTOL 
Not less than 3,000 Vitamin 
A and 400 Vitamin D units 


VITAMIN A OIL 
25,000 U.S. P. XI A” units 
per gram 

American Butter Company 
GREENMELK 
Young green cereal grasses and 
buttermilk in semi-solid form 
DRIED GREENS-BUTTERMILK 


Young green cereal grasses and 
buttermilk in dried form 
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ERVING the dairy industry in 

prosperous Highland, Ill., dis- 

trict is a profitable business, 
says Ed Oberbeck, manager of the 
large Oberbeck feed store in that 
model city of 3,300 persons. There 
are many fine dairy herds in this 
area. Highland is the original home 
of the Pet Milk Co. and the High- 
land Dairy Farms Co., both of which 
now have headquarters in St. Louis. 


Five factors stand out in making 
the Oberbeck feed mill and feed 
store successful: fast service, a mod- 
ern and well equipped feed mill, 
efficient mill operation, dependable 
line of livestock and poultry feeds 
and correct weights. 

In providing the Highland country 
milk producers with prompt service, 
a substantial investment in depend- 
able transportation was made and 
this standard is consistently main- 
tained by this equipment: A pick-up 
or general utility one-ton delivery 
truck and a six-ton delivery truck 
are used in the business to pick up 
grain at the farm, grind it and re- 
turn the feed to the farm. 

New feed mill equipment is 
bought and installed as soon as the 
necessity arises. The need for a 
new molasses mixing unit devel- 
oped and on the day of this report- 
er's call, anew Norwood sweet feed 
mixer was delivered for installation. 
Oberbeck’'s was one of the first feed 
mills in this important dairy coun- 
try to install a hammer mill. Other 
equipment includes a Gruendler 
hammer mill, a Kelly-Duplex batch 
mixer, a Tagliabue (Tap-Heppen- 
stall) moisture meter, Clipper, Howe 
and Leland cleaners, a Kelly-Du- 
plex cracker, a Sidney sheller and 
fourteen electric motors, 1 h.p. to 
50 hp. 

A thirty-foot weighing scale which 
will accommodate the largest of 
tractor-powered trailers, is used. 

The business of custom grinding 
and mixing of grains is maintained 
on an efficient and prompt basis 
here with this up-to-date equip- 
ment. A uniform degree of quality 
in feed mill work is provided the 
customer, and dairy men who take 
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policy helps oberbeck feed 
store achieve success 


time out to check results okay the 
Oberbeck service. With modern 
equipment and low overhead costs, 
Oberbeck's gives a price which is 
consistent with quality work and a 
fair profit. “We realize that if equip- 
ment were allowed to depreciate 
we'd lose sales, and profits would 
go down,” observed Ed. Oberbeck. 

In striving for low overhead costs, 
Oberbeck’s examined the power 
cost situation and early in the busi- 
ness decided to install an individual 
motor or direct drive for each ma- 
chine unit. 

“Some say that it would be more 


economical to operate all machines 
from one large motor,” explained 
Mr. Oberbeck. “We can't see it that 
way. In the first place it would en- 
tail a large investment in belts, and 
they would take up lots of space.” 

The firm has checked purchased 
power costs and found that they are 
reduced by the installation and use 
of individual motors on elevators 
and all other feed mill equipment. 
There is flexibility of operation and 
extensive line shafting is eliminated 
in the system of individual motors. 


(Continued on Page Fifty-two) 


Swinging on the Barnyard Gate 


“This looks mighty like one of your April Fool jokes, junior.” 
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THE HUBBARD 


R 
CREMo Lour 


GOLDEN 
NEW CaRtisry 
NEw CA LE 
CUSTOM ME BMISLE, IN, MILLS 
CARL ZAH T MILLING 
PHone 45.) 
New Can); 
lis] 
Yune 7, 1949’ diane 
Hubbarg 
Millin 
Mankato, 
Gent) 
New Carlisle Roller Mills vine 
New Carlisle, Ind. Th 
for th b 
last fen in 
1933 her Yours. flour &Nd feeg 
Mr. Zahl knows where- but time, I mage’ USiness 
fh ks b ound Comp] India on Plant 
of he speaks because made The had Line of Durin: 
re) 
he has increased his Sine Wer Tesults feeds, 
On ° e 
business 50% in less ing The ember ave used 
° Make + b SUNSH n can fait) 12 
than two years. t in y 
Because his feeds are M058 hes boon Tt® Short ting 
made The HUBBARD or 50%, NY increase 
SUNSHINE Way and fies 
“Make a Profit for very truly, 
the Man Who Feeds NEY p 
Them”, he holds his MILLS 
regular trade and con- > 
tinues to attract more. 


Let us prove to you the many advantages of making your feeds The HUBBARD 
SUNSHINE Way. In all parts of the country dealers are building fine, successful 
businesses with Hubbard formulas and Hubbard plans. 


To all interested feed manufacturers, we shall gladly furnish complete information. 
Write for details. 


Hubbard 


EASTERN BRANCH 410 ELEVENTH STREET, AMBRIDGE, PA 
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PUT UP YOUR _ If, as most of our readers, you operate equipment for the 
HANDS - IF manufacture of mixed feed, The Feed Bag believes you 

are to be commended as progressive providing, of course, 
you are making a serious study of feed nutrition and feed formulas and you 


have storage facilities and capital necessary for the carrying of adequate 
stocks of feed ingredients. 


If, however, since the purchase of your mixer you feel that you have 
“graduated” from dealer to manufacturer and are no longer handling a line 


of advertised commercial mixed feeds, The Feed Bag believes that you are 
making a mistake. 


The advertising wholesale manufacturers are still the most dependable 
sources for the supply of quality mixed feeds because their formulas are 
compiled by experts, their ingredients are tested for quality, their complete 
feeds are tested for results and their equipment is more efficient than that 
of the local mixer. For this and the following more selfish reasons The Feed 


Bag believes that every dealer mixer should handle a line of advertised 
commercial mixed feeds: 


(1) Every customer will not want to use your own mixed feeds. There will 
always be some farmers who influenced by advertising, past results or the 
recommendation of their neighbors will insist on something “better” or some- 
thing “different”. It’s up to you to supply this demand and not permit the 
business to go to the grocer, the filling station or the trucker. 


(2) Handling a line of advertised commercial mixed feeds will make you a 
better merchant of every feed including the ones you make. All of the larger 
manufacturers employ merchandising, credit and store management experts 
and keep their dealers constantly supplied with sales ammunition. Such 
service is worth paying for but it’s yours for the asking and will increase your 
profits if you will only handle a line of advertised commercial mixed feeds. 


Just recently we attended one of a series of dealer meetings such as all of 
the advertising wholesale commercial mixed feed manufacturers hold regularly 
throughout their territories. We have attended many such meetings but learn 
something new at each one and are always impressed by the number of better 
dealers present and the business enthusiasm —the determination to make 
more profit in the feed business — which all the dealers carry home. 


Put up your hands — if you want this type of enthusiasm, these additional 
profit-making opportunities —— and do something about it. 
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T'S baby chick time again! 

On thousands of farms through- 

out the nation, farmers, their 
wives and children are deciding 
how many chicks they are going to 
raise this year. In fact, many farm- 
ers have already purchased their 
1941 chicks, for more of them each 
year realize that the earlier they 
get their chicks started, the quicker 
they will have broilers for the mar- 
ket, and the sooner they will have 
laying pullets in the fall. 

In feed stores handling baby 
chicks, where dealers have for 
months and years preached the 
story of quality chicks, backed by a 
planned feeding and care program, 
cash registers are ringing merrily. 
A feed store in the spring is a cheer- 
ful, busy place, with farmers and 
their wives buying chirping chicks, 
the feeds, poultry watering and 
feeding equipment, and disease 
prevention remedies necessary for 
a complete poultry program. 

America has a tremendous stake 
in baby chicks, for upon the quality 
of chicks hatched, raised and cared 
for, depends the egg and poultry 
meat quality that brings tasty, 
healthful food and nourishment to 
millions of Americans. One can 
easily sense the importance of 
America's billion dollar poultry in- 
dustry in a feed store during chick 
time. 

Due to the generally lower hatch 
in 1940, it is expected that the 1941 
hatch will be considerably larger. 
More feed, poultry equipment, rem- 
edies and the like will be needed 
to raise this larger hatch, and this 
means more business for feed deal- 
ers throughout the entire nation. 
An intensified, unified national 
drive to increase the consumption 
of eggs and poultry products, too, 
should provide additional outlets 


success in selling 


Chichs 


requires good program 


for the marketing of these products. 

The responsibility of the feed 
dealer in the 1941 chick program 
is large, but along with this respon- 
sibility come opportunities for wider 
service to many communities and 
greater profits for the dealer. 

A sound and profitable chick pro- 
gram for feed dealers is outlined 
below! 

1. Try to sell only quality chicks, 
for they will return the most profit 
to the poultry raiser and also im- 
prove egg production. 

2. Get the chick buyer started 
right. Provide him with a feeding 
program, beginning with quality 
chick starter, followed by growing 
mash and culminating with laying 
mash. 

3. Fortify poultry raisers’ chances 
to bring their chicks through with 
a low mortality rate by stressing 
adequate, sanitary care of the new 
chicks, plus the proper disease con- 
trol measures. 

4. Encourage chick purchasers to 
keep records of their new flocks and 
to compare these records with those 
of other raisers. In this way, all 
poultry raisers are able to check on 
their own results. Many feed deal- 
ers use their stores as clearing 
houses for these records, posting 
results on large bulletin boards. 

5. Follow through on chick sales 
by keeping in touch with chick pur- 
chasers so as to be of help to them 
through the trying spring and sum- 
mer months. A monthly letter of 
tips and advice solves the problem 
for many dealers. 

Feed dealers who have followed 
this program in the past report that 
it has raised the standard of poultry 
raising in their communities year 
after year. The feed dealer as the 
“docter of feeds and feeding” in his 
area is the key man in this program. 
He is the man who must supervise, 
in a friendly way the chick raising 


in his district. His community ex- 
pects this help from him, and the 
feed man who gives such help will 
profit through greater contacts with 
the trade and increased business. 

Each Spring, practically every 
dealer is faced with the demand for 
cheap chicks. This is a vexing prob- 
lem but it can and has been solved 
by many dealers through sound 
merchandising. The feed dealer 
who knows that he must have good 
equipment and good ingredients to 
satisfy his farmer customers and to 
enable them to make gains at rea- 
sonable costs, which they can trans- 
late into profits, knows, too, that a 
farmer who buys cheap chicks, with 
questionable ancestry and mortality 
rate, runs a much greater risk of 
failing to make a profit, than does 
the poultry raiser who starts out on 
the right foot with quality chicks 
from a good laying strain and back- 
ed by a sound, consistant feeding 
program. Therefore, the feed deal- 
er who points out these facts to 
every cheap chick prospect is not 
failing in his duty to his patrons. 

No farmer would think of renting 
or buying a farm whose soil is 
basically poor, because farmers 
know that from such soil they can- 
not raise enough good crops to 
make a profit. Similarly, feed deal- 
ers who hammer home the fact that 
cheap chicks are just as much of 
a risk as poor soil, make an im- 
pression and teach a lesson in poul- 
try management that sticks with 
most farmers. 

The far-sighted feed dealer too, 
through his distribution of manufac- 
turers’ booklets on the care and 
feeding of poultry, plus his own 
direct mail on the subject, has laid 
the groundwork for increased sales 
of quality chicks. Point-of-sale pro- 
motion of quality chicks ties in per- 


(Continued on Page Forty-nine) 
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GROWTH 


VITAMIN DEPENDABILITY 


EXADOL 7 guara nteed in all-important vitamins help chicks get a good start in 


life, resist disease, live. They help speed growth— 


VITAMIN A ane D potency help chicks get to the profit stage quickly! 
eee 


d d d h When your feeds contain EXADOL* —Squibb’s high 
' ' ' potency A and D oil—you meet the need of your poul- 
aids In rap ° stur growt trymen for VITAMINS A and D. Squibb guarantees 
Exadol to contain 3,000 (or more) vitamin A, U.S. P. 
XI units, and 400 (or more) vitamin D, A.O.A.C. chick 
units per gram. 


Those first eight weeks are vitally important—to your 
feed business—to your poultrymen. Good manage- 


ment and careful feeding are vital. Dead chicks pay 


Use Exadol—a proved product. Sell its importance now 
no profits. 


—when poultrymen are starting their new flocks on 
You can aid your poultrymen by using in your feeds _ their way! Write for prices and full facts about Exadol. 
a vitamin A and D oil of guaranteed potency. These Mail the coupon today. 


*4 trademark of E.R. Squibb & Sons 


EXAD 


E. R. SQUIBB & SONS FB-3 
Veterinary and Animal Feeding Products Division 


745 FIFTH AVENUE, NEW YORK CITY 
TAN A AND D OIL Please send me full facts about Exadol with prices. 
Eastern Sales Agents 


: I understand this places us under no obligation. 
ATKINS & DURBROW, Inc. : 
165 John Street, New York | 
1524 S.Western Ave., Chicago 
177 Milk Street, Boston 


HIGH POTENCY 


Name 


a Pacific Coast Sales Agents 
WM.H. FLOYD & COMPANY CARL F. MILLER & co. INC. Address 
1206 Maple Avenue Sixth Avenue South 
Los Angeles, California Seattle, Washington 


City. State 
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That’s why farmers come back 
year in and year out to agents 
who sell V-C Fertilizers. 


The excellent crop growing power of V-C 
Fertilizers is so well known and our plan 
of advertising for our established sales 
connections is so effective, there is no 
difficulty whatever in selling V-C to the 
best farmers—to farmers who really KNOW 
HOW to farm and who are good debt payers. 


We believe we can offer you a real oppor- 
tunity to add to your income this year and 
in the years to come, and, at the same time, 
to be of service to your farmer friends. 


Write for details. 


FERTILIZERS 


Warehouses: 


Easy 
to Sell 
and 
Sure to 


atishy 


Direct Carlot Shipments: 


VIRGINIA-CAROLINA 
CHEMICAL CORPORATION 


EAST ST. LOUIS, ILL. 


ATLAS STORAGE CO., 6th & Virginia, Milwaukee, Wis. 
WATERLOO MILLS COMPANY, Waterloo, Iowa 
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HE arrival of Spring means to 

the average city dweller only 

the disappearance of snow, 
balmy days, bright sunshine, and 
an awakened activity by Mother 
Nature. But to the farmer Spring 
means time to get to work to sow 
the crops which will mean cash in 
the bank later in the year. 

That sounds like a half-way po- 
etic method of starting an article in 
a feed magazine, but its purpose is 
merely to point out to the feed 
dealer that Spring should awaken 
in his breast the desire to make 
more money. 

One of the ways for additional 
profit which goes hand in hand with 
Spring is through the sale of fertiliz- 
er. Every year, more and more 
feed men have added their names 
to the scroll of dealers who are 
realizing a new stream of profits 
from the sale of this specialty. 

This year the feed dealer stands 
on the threshhold of a selling sea- 
son which appears ideal from a 
fertilizer standpoint. The outlook for 
the farmer is substantially better 
than it was a year ago. He has 
more money due to higher prices 
for staple farm commodities and 
some farm authorities even go so 
far as to predict that the farm in- 
come for 1941 might reach the 10 
billion dollar mark. 

With farmers having more ready 
cash and brighter prospects it will 
be definitely easier for the feed 
dealer to persuade him to invest a 
little extra money in applying fer- 
tilizer to his land. 

However, it is doubtful whether 
many farmers will step up voluntar- 
ily and buy fertilizer when they 
have not done so in the past. The 
farmer, just like any one else, must 
be sold on the idea before he is 
willing to part with money which 
might find its way into channels 
which could possibly give more in 
immediate returns—such as a new 
refrigerator, auto or piece of farm 
equipment. 

Because of this fact it is necessary 
for the feed dealer who wants to 
make extra money this Spring to 
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this spring it will help 
boost your gross profits 


put on a selling campaign for fertil- 
izer. There are any number of deal- 
ers who will turn over 100 to 300 
tons of fertilizer during a Spring 
season. The profit on fertilizer may 
run between $3.00 and $5.00 per ton 
depending on conditions. On that 
basis, there is a potential of any- 
where from $300 to $1,500 extra 
gross profit on the year’s operations. 

Ordinarily this volume of fertilizer 
business can be handled readily 
with the addition of no or at least 
very little extra help. It is wise, 
however, to assign one man to the 
job of promoting fertilizer sales dur- 
ing the season and to make him 
responsible for advance bookings. 

Once the feed dealer decides to 
put some effort behind the sale of 
fertilizer in order to share in the 
profits of this specialty, there are 
many ways in which to go about 
building up interest. 

First, the dealer should see to it 
that he makes wise use of fertilizer 
display material furnished by many 
manufacturers. There is a wealth of 
information available on fertilizer. 

It would be well for the dealer to 
study this material and learn as 
much about the benefits of fertilizer 
as possible. Once this is done, he 
is able to talk intelligently to any 
farmer to influence him in spending 
a little extra money to obtain bigger 
crop yields. 

However, don’t depend on the 
fertilizer display material alone to 
interest the farmer in the product. 
Get out several direct mail adver- 
tisments—even if you send only a 
government penny post card calling 
attention to the fact that you have 
fertilizer for sale. 

Then instruct your sales help to 
suggest fertilizer to the farm cus- 
tomers at every opportunity. Such 
suggestion is one of the finest meth- 
ods of selling. It is up to you as a 
dealer to instill the desire for fer- 
tilizer in the minds of the farmer. 


One of the best methods of cre- 
ating such a desire is to appeal 
directly to the farmer’s purely self- 
ish motives. Call his attention to 
the fact that an investment of a few 
dollars now in fertilizer will return 
him additional dollars at harvest 
time. 

It is estimated reliably that a dol- 
lar spent for fertilizer on the aver- 
age farm will bring increased yields 
worth $3.60. Impress upon the cus- 
tomer that the money he puts into 
fertilizer actually is an investment 
returning dollars, rather than an 
expense. 

Another logical approach to en- 
able the dealer to sell more fertilizer 
is to point out the futility of sowing 
good seeds where the soilis bad. The 
best seeds in the world won't pro- 
duce up to par if the soil in which 
they are sown is deficient in essen- 
tial elements which can be replaced 
in the soil by means of fertilizer. 

Selling fertilizer should be espe- 
cially important to the dealer who 
also sells seeds. Fertilizer is in re- 
ality a precautionary product to 
such a dealer. Often a farmer who 
experiences a poor yield from seeds 
will place the blame right at the 
doorstep of the dealer. Yet the 
cause may be in his land—it may 
be deficient in elements which could 
have been replaced had the dealer 
sold the farmer fertilizer. 

Along with the sale of fertilizer it 
is desirable for the dealer to either 
possess or sell soil testing kits. 
These test kits come in many sizes 
and through them the dealer and 
the farmer can learn definitely what 
important elements, if any, are miss- 
ing in his soil. Here again is an ad- 
ditional avenue for profit since the 
dealer can sell soil kits which retail 
as low as a few dollars and still pro- 
vide him with a nice profit. 

In summarizing, it appears that 
there are two main reasons why 
every progressive dealer should sell 
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fertilizer this Spring. These reasons 
involve protection and profit, and 
in a way both overlap. 

Profit enters into the picture be- 
cause of the additional revenue 
gained from the actual sale of the 
fertilizer; the money made selling 
soil test kits, and finally, the fact 
that if the farmers in the community 
obtain larger crop yields through 
the application of fertilizer they in 
turn will be more prosperous and 
have more money to spend for feed. 

From a protection angle, the use 
of fertilizer will eliminate the possi- 
bility of the farmer blaming the feed 
dealer for poor yields from seeds 
purchased at his store. In most 
cases, intelligent investigation into 
fertilizer needs will prevent poor 
yields. 

Everything is set for a good Spring 
season. Why not jump on that fer- 
tilizer band wagon today by start- 
ing to take advance orders from 
your customers? 


@ GAYLE SNEDECOR, president and man- 
ager of the Farmers Lumber Co., Rhodes, 
Ia. and president of the Western Grain & 
Feed association, is recovering from an 
attack of the flu. 


of coming events 


Springtime Egg Festival. .March 6 
California Hay. Grain & Feed 
Dealers Association, San Fran- 
cisco April 24-26 
Illinios Grain Dealers Association, 
Board of Trade, Chicago...... 
May 12-13 
Kansas Grain Feed & Seed Deal- 
ers Association...... May 16-17 
Missouri Grain Feed and Millers 
Association, Hotel Connor, Jop- 


Ohio Grain & Feed Dealers Asso- 
ciation, Deshler-Wallick Hotel, 
Columbus, O........... June 2-3 

Central Retail Feed Association, 
Schroeder Hotel, Milwaukee, 

Society of Grain Elevator Super- 
intendents, Minneapolis, Minn. 

June 9-10-11 

American Feed Manufacturers As- 
sociation, Homestead Hotel, Hot 
Springs, Va....... June 12-13-14 

International Baby Chick Show, 
Municipal Auditorium, Kansas 


Calendar 


MICHIGAN 

Watervliet Milling Co., Watervliet, an- 
nounced it was paying 4% dividends on 
all stock, and re-elected the entire board 
of directors and staff of officers for the 
year 1941. 

Edward Wiggle Feed & Flour Co.. Ink- 
ster, held its grand opening Feb. 8, featur- 
ing the Prairie Pioneers, local radio favor- 
ites. 

Middleville Elevator Co., Middleville, 
opened recently under the management of 
Emmerson Lind. 

Carl Groschke, Plymouth, opened a new 
feed store last month, and stocks a com- 
plete line of dairy and poultry feeds. 

Utility Feed & Grain Co., Jackson City, 
opened for business early in February with 
Patrick Crowley as manager. 

John N. Mack, Scottville, retired feed 
dealer, died Feb. 13 at the age of 89. 

Fountain Elevator, Fountain, recently was 
purchased by Thomas Babenic, Shelby. 


@ HOWARD A. SIMPSON, Simpson Bros., 
Norristown. Pa., secretary of the South- 
eastern Pennsylvania Feed Merchants as- 
sociation, is recuperating from a recent 
operation at Jefferson Hospital, Philadel- 
phia, Pa. 


@ LAWSON Feed & Chick Store has been 
opened at Gaston, Ia. by C. J. Lawson. 
Feature of the opening was a full page 
advertisement in a local newspaper in 
which 20 merchants welcomed the new 
store management. 


CHAMPIONSHIP FIELDS 


large yielding grain. 


where the 1940 National and Illinois, Iowa 
and Indiana State Husking Contests were 
held — chosen because they were the best 
fields of corn — big eared, highest quality, 


What a Record! Here’s a chance to help 
your customers smash their records of pro- 


Everybody Likes WINNER! 


SELL 


D 


— such as 


NGS SOIL BUILDERS 


a FERTILIZER FOR EVERY SOIL:--FOR EVERY croP 


THE FERTILIZER FARMERS ARE USING TO GROW 
WINNING FIELDS OF CORN AND OTHER CROPS. 


ducing crops profitably. Every farmer around 
you is a prospect for Darling’s Soil Builders. 
Plenty of sales help — trained field men, 
advertising ideas, soil testing, etc. — is given 
to Darling Dealers. Increase your volume of 
sales and make handling fertilizer profitable. 


ACT NOW! Write for information about 
our dealer proposition. 


DARLING & COMPANY 


4201 S. ASHLAND AVENUE 


CHICAGO 
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turned into profit maker 
by a.e. dodd of michigan 


ARMERS usually want what 
they ask for, not what we think 
they should have,” says A. E. 
Dodd, Grant, Mich., proprietor of 
Dodd's feed mill. “That is what we 
do—grind their grain fine, coarse 
or medium, just the way they want 
it~mix other ingredients with the 
ground grain in just the materials 
and quantities they ask for. Per- 
forming this kind of service is one 
of the reasons for our success.” 
Mr. Dodd is and should be proud 
of his record as a feed miller in 
Grant because he had a tremen- 
dous handicap to overcome when 
he started in business there. He 
had formerly been a farmer in Ma- 
son County, Mich. and later con- 
nected with the highway depart- 
ment of that county and still later 
with a farm insurance company. 
In 1924 he purchased the building 
which he now occupies. The build- 
ing had been erected some years 
before by a farmers’ cooperative 
concern. This concern had not been 
successful and had gone out of 
business. They had rented the 
building to others, some of whom 
had got in wrong with the farmers 
because of the character of their 
dealings. The place had achieved 
a bad reputation. The building had 
been unoccupied for two or three 
years when Mr. Dodd bought it. 
He came as a stranger and had a 
difficult time getting started, be- 
cause farmers, on account of their 
previous experience, had become 


wary of everybody that tried to op- 


erate the place. However, he grad- 
ually gained their confidence and 
by reason of his superior service 
has built up a business. 

When he took over the place, the 
entire equipment was operated by 
a 15 h.p. motor and all had to oper- 
ate at once. He soon altered the 
power arrangements and installed 
some new equipment. He now has 
a 24-inch attrition mill, a corn 
cracker, a corn sheller, a Burton 
Ye-ton mixer, a home-made corn 
grader and some smaller equip- 
ment. Each piece of equipment is 
operated by an individual motor. 
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There are four major motors and 
four smaller ones. The motor oper- 
ating the grinder is a 30 hp. In 
addition to those mentioned, a 1¥/2 
h.p. motor is used to operate the 
drag line that unloads coal into the 
storage sheds. 

The building is 26x 300 feet. In 
addition to the feed mill, it is used 
as a grain and bean elevator and 
as storage for coal. 

A considerable amount of grains 
is: raised in this section. Nearly all 
the farmers also raise poultry or 
dairy cattle. This makes custom 
grinding furnish a large volume of 
business. The mill operates ten 
hours a day for six days a week. 
Custom grinding offers the greatest 
opportunity of anything in the busi- 
ness to give service to customers 
and they get it here in full measure. 

Mr. Dodd also is licensed to make 


HERE'S the place where A. E. 
Dodd does business. He has 
improved his merchandising as 
well as his buildings and is on 
the road to profit by use of 
sound sales and service policies. 


a brand of his own. This includes 
three items—an egg producer, a 
chick mash and a chop feed. He 
uses the same care in making this 
that he uses in custom grinding and 
mixing. He buys only high quality 
concentrates and raw materials for 
use in his own brand and keeps a 


full supply of these on hand both 
for his own brand and to use in cus- 
tom work. His sales of his own 
brand are steadily increasing. As 
he is grinding every day, he keeps 
only a small stock of feeds made up 
so that his feeds are always fresh. 
This is a service appreciated by cus- 
tomers. 

In addition to his own brand, he 
stocks one nationally known com- 
mercial brand, which is complete 
with all kinds of feeds. Sales of 
these are also increasing. 

The buying of beans forms a very 
important part of his business. Last 
year he bought and shipped ap- 
proximately 1,000,000 lbs. of beans. 
In times when crops are more than 
ordinarily good, he buys grain for 
shipment. He has shipped as many 
as 12 or 13 cars of wheat and four 
or five cars of rye in a season. 


Coal has become an important 
commodity. Each year during the 
last 15 years, from 8 to 24 cars a 
year have been sold. For the last 
two or three years, the latter figure 
has been the average. 

Motor oil in drums is handled. 
Patching cement for bags is carried 
regularly. 

Poultry feeds constitute the great- 
est number and volume of sales, 


(Continued on Page Thirty-eight) 
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Well 


* EMONSTRATION is the best 
salesman you can employ, 
according to E. A. Wolfe, 
president of the Wolfe Grain Co., 
Shipshewana, Ind. First, because 
people are easily convinced by 
what they see, not so easily con- 
vinced by what they read or hear. 
With work as his hobby for 27 
years, he has demonstrated by the 
rapid and solid growth of his busi- 
ness that Demonstration sells more 
merchandise and service at less 
cost, and that steady profit sales 
can be maintained every month in 
the year. 

One of the best and most profit- 
able demonstrations employed here 
is by means of photographs. The 
company uses their cameras gener- 
ously, taking action photographs of 
large and productive flocks of poul- 
try—chickens and turkeys through- 
out their trading area. These pic- 
tures shown to prospective custom- 
ers go a long ways towards getting 
new customers interested in poultry 
rasing for profit. They are equally 
effective in getting old customers to 
increase size of their flocks and con- 
sequently open the way for more 
feed and remedy sales. The identi- 
cal plan is used for hogs, dairy cat- 
tle and feeders for the markets. This 
method has shown such excellent 
results, that they would not under 
any consideration, abandon this 
program of sales demonstration. 

The initial equipment cost is no- 
minal, and excellent prints are pos- 
sible for a few cents each. Then 
these prints can be used over an™ 
over again to convince other pros- 
pects how profits can be earned in 
scientific feeding and care of stock. 

Such excellent results have grown 
from this plan that later a movie 
camera was purchased. Now the 
company has more than 4 hours of 
moving pictures, which are shown 
at meetings and banquets held at 
least once each year in their trad- 
ing area. These demonstrations are 
informative, and forge just another 
link in their demonstrating pro- 
grams which make friends and 
build up the volume of sales. 

The second step in this plan, but 


ei1se 


if you want to sell more 
feed says hoosier dealer 


no less important than number one, 
is their small but up to date testing 
laboratory. Control of disease, es- 
pecially in poultry, is a paramount 
issue, and unless the preponderance 
of birds in all flocks can be kept 
healthy the business suffers and 
feed sales decline proportionately. 

L. H. Higgins, sales manager, who 
is a graduate in chemistry from Pur- 
due, and a Salsbury trained man, 
first collected various organs from 
diseased specimens covering all the 
maladies common to chickens, 
ducks and turkeys, and has these 
preserved in glass containers pro- 
minently displayed in the labora- 
tory where all interested customers 
can see and study these disorders 
under his instructions. 

This is an impressive demonstra- 
tion which the visitor can hardly 
forget. It is a constant reminder to 


COMPLETENESS of the feed 
mill layout of Wolfe Grain Co. 
is shown in this aerial view. 
Note the sheltered platform 
which makes possible much 
platform display and selling 
and loading in all kinds of 
weather. 


him that he must maihtain sanitary 
conditions in and around his premi- 
ses, feed scientifically, and where 
disease does break out, to take the 
proper steps to eradicate it. In this, 


Mr. Higgins renders diagnosis serv- 
ice which is free to customers. 
Standard remedies are then pre- 
scribed and sold to restore curable 
victims. The incurables are prompt- 
ly disposed of and healthy birds are 
vaccinated thus preserving the 
maximum potential health of the 
flocks. Diagnosis is by post mor- 
tems. 

Demonstrations can easily be em- 
ployed to help build sales in the 
feed and custom grinding depart- 
ments also, according to G. E. Yoder, 
mill manager. What finer demon- 
stration can you offer your farmer 
customers than to show them your 
modern equipment? Let them see 
it perform—let them visualize the 
completeness of your plant, the fa- 
cilities for quick and efficient serv- 
ice. And of course point out how 
this helps them earn more money 


from every angle of the feed busi- 
ness. 

“For example, when we buy clov- 
er seed, it is stored in a separate 
warehouse. Here it is cleaned be- 
fore bagging. In this building 2,000 
bushels are stored, protected by a 
modern burglar alarm system. Be- 


(Continued on Page Forty-six) 
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FASTER 
SELLING 


Egg Carton 


CUSHIONED 


EGG CARTON 


‘ONE PIECE 

NO SET-UP REQUIRED 

NO FILLERS 
NESTED, READY TO FILL 
> ELIMINATES BREAKAGE 
© WONDERFUL DISPLAY 


Good Profit Item for Feed Supply Dealers 
Used in Thousands of Stores © 


The New Carry-Safe Egg Carton is ideal for Feed Supply Dealers — for egg producers | 
— for retail food stores. For the Feed Dealer it is a first rate, fast selling, staple profit ; 
item. For the egg producer it means economy — saves time in packing and handling — 
eliminates breakage. For the retail food store it provides a wonderful display of eggs 

and builds egg sales. 


Write Today For Samples 


Telephone: Superior 3886 615 E. — St., Chicago, Ill.—Dept. 615 


SELF-LOCKING CARTON CO. 


Please send samples and prices on the New Carry-Safe 
Egg Cartons. 


Executive 


Firm 
Address 
City State... 


615 E.lllinois St, Chicago, Illinois 
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“Dry skim milk possesses growth promoting properties 


Greater than can be ascribed to its flavin content.” 
(Poultry Science, Vol. XIX, No. 6, page 427) 


Average body weight 


Feed consumed per chick 


Feed consumed per gram 


at 10 weeks in 10 weeks increase in Body Weight- 
Cc OD Cc OD 
631 618 2417 2382 4.04 4.07 
GRAMS GRAMS GRAMS GRAMS GRAMS GRAMS 


mest scraps, soy bean oil meal and 9% Dry Skim Milk 


Ration D- Same as C, except no milk. Protein equalized with meat scraps. 
200 micrograms of crystalline riboflavin also added per 100 grams of ration. 


@ Added proof that dry 
skim milk in chick starter 
gives superior results is 
shown in yet another feed- 
ing trial. 


Again, Ration D contained 
twice as much riboflavin as 
contributed by the dry skim 
milk in Ration C. 


Again, both rations were 
alike in protein, calcium and 
phosphorus contents as well 
as the alfalfa, mill feeds, cod 
liver oil and salt.* 


Again, the chicks receiving 

dry skim milk feed 
—showed greater growth, 
—consumed more feed, . 
—showed more growth 


per unit of feed consumed. 


It is the plus values of dry skim milk that account for its im- 
portance in chick mashes and other rations. There is NO sub- 


stitute! Be sure you use enough for real efficiency. 


*More details on request. 


221 N. La Salle St, Chicago 
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live cows and hens at 


Geed Clinics 


attract many farmers 


ELLING and displaying farm 
implements is a big aid to 


merchandising feeds. This is 
the experience of C. N. Carter, head 
of the Centralia Feed & Flour Co. of 
Centralia, Illinois. 

“We make two sales calls in 
one,” he explains. “When I go to 
see a farmer on farm machinery I 
naturally look for a poultry house 
or a dairy herd. If I make a call to 
sell feeds, I approach the man on 
his implement needs. 

“You cut down lots of lost motion 
with a combination business like 
this. Your calls are going to be 
more profitable. 

“The selling job is to win the 
farmer's confidence and when we 
do it on farm implements it is then 
possible to extend our business with 
him and talk feeds as well. 

That this policy of merchandising 
live stock feeds and farm machinery 
is practical is indicated by the 
growth of the firm in its nine years 
of existence. The company did a 
$90,000 volume of business in 1940 
and plans the construction of a new 
brick and concrete building. 

Features of the new building will 
be a concrete platform flanking the 
entire front of the structure and 
which will be used to make season- 
able displays of merchandise for the 
poultry and dairy men, and tractors 
and modern farm machines. The 
new building will be 50x100 feet on 
a lot with a frontage of 120 feet and 
which will provide a 70-foot parking 
area for farmers’ cars. 

Chief promotion stunts employed 
by Centralia Feed & Flour Co. are 
a “cow” party for dairymen and a 
“hen” party for poultry raisers. If it 
were called a dairy meeting, the 
producers wouldn't turn out. “Oh, 
it's just another meeting to sell you 
something,” is the way the dairy- 
men would look at written and per- 
sonal invitations, explains Mr. Car- 
ter. 


A cow is brought to the meeting 
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place and put in a stanchion with 
a bedding of straw. The cow pro- 
vides the “atmosphere.” An author- 
ity on feeding and care of a dairy 
herd gives the talk which is devoid 
of selling ideas, and a luncheon is 
served. At the “hen” party, chickens 
are placed on exhibition and an au- 
thority on poultry problems delivers 
the talk and handles the quiz ses- 
sion. 


When the Farm Institute and 4-H 
clubs hold a big all-day session in 
the county seat town of Salem, it 
provides Mr. Carter with an excel- 
lent opportunity to circulate among 
old customers and friends. 

Centralia is only 18 miles from the 
rich Lake Centralia oil field—dis- 
covered in 1938 and one of the 
largest in the country. 


“Has the flow of oil royalty 
checks to the farmer hurt the busi- 
ness of the feed dealer?” Mr. Carter 
was asked. 


“Most of the farmers who own 
land on which oil was found are 
staying on their farms,” he said. 
“They will continue to farm and 
they are buying more and better 
feeds, farm machines and building 
new homes. Very few of our farm- 
ers are quitting the business of 
farming as a result of getting royal- 
ty checks. 


“I can give you some examples of 
how Black Gold has helped the feed 
dealer. One farmer who gets oil 
checks bought a fine herd of Here- 
ford heifers, and he bought a ton of 
good stock rations. If he did not 
have the extra cash he might have 
let the cows rough it on the hay. 
A farmer who is getting $900 a 
month in oil checks bought a corn 
planter, hay rake and he’ll be good 
for better and more livestock ra- 
tions. His brother across the high- 
way bought a new wheat drill with 
his oil checks and he is buying bet- 
ter feeds for his livestock. Still an- 
other puts in better stock and he 


ALL'S WELL between C. N. 
Carter, left, and a customer. 
Judging by the order book in 
Carter's hands, and the poised 
pencil, we wager he is booking 
a good feed order, plus per- 
haps a farm machinery sale. 


asks for better stock rations and he 
says: 
“While all of this money is com- 
ing in I might as well buy new live- 
stock and new machinery.’ He did 
buy a tractor plow and tractor disc.” 

Selling territory is most profitable 
for livestock feeds for a distance of 
12 to 14 miles from Centralia, this 
dealer has found. 

Feed deliveries are made profit- 
ably to farms on orders of one-half 
ton and up. Farmers are expected 
to call for smaller orders. It's a cash 
business here but this policy is lib- 
eralized in special cases. If a re- 
liable milk producer wants dairy 
feeds on the first of the month and 
says he'll pay on the 17th when he 
gets his check from the dairy firm, 
he is given this extension in time. 
If he doesn't pay on the agreed date 
this privilege is withdrawn. 

“Nick” Carter, as he is known to 
his friends, says the cash policy and 
limited credit extensions have never 
caused him headaches. He has lost 
only $100 in unpaid bills in his nine 
years of business activity. 

@ PIEDMONT Millers association, Virginia, 
met at Roanoke in February. 200 millers 
from the Atlantic coast attended the two 


day meeting. 

@ LEE FORTHMAN and Harvey Cutsail, 
Sykesville, Md., are planning to open a 
feed store known as the Carroll-Howard 
Supply Co. 


This Feed Means Healthy, 
Fast-Growing Chicks... 


and Profits for You! 


50% MEAT 
AND BONE SCRAPS 


Feature a supplementary Poultry 
Feed that sells...and keeps on 
selling... 

Feature Armour’s 50% Meat and 
Bone Scraps ! 

Here are the reasons why this 
proved supplementary means 
money in your pockets. 


1. It’s a pure meat residue prod- 
uct, guaranteed 50% protein. 


2. It’s granulated, to blend 
completely in the mash. 


3. It’s sterilized, and cooked 
free of excess grease. 


4. It provides...in a form chicks 
go for...a wealth of protein 
for flesh, tissue and feather 
growth, and bone phosphate of 
lime that means sturdy bone 
structure. 


Your customers get faster-matur- 
ing, healthy chicks...and you build 
a new, profitable part of your bus- 
iness, when you feature Armour’s 
50% Meat and Bone Scraps. See 
your Armour Salesman and get a 
supply for the chick season. 


ARMOUR ann COMPANY. 


Also make Armour’s 60% Digester Tankage . . . Armour’s 
Special Steamed Bone Meal (65% Bone Phosphate of Lime). 


ILLINOIS 

Bushnell Grain & Feed Co. Elevator, 
Bushnell, was bought recently by Mayor 
George L. Porter. 

Sunshine Feed Store, Sterling, recently 
remodeled and made improvements in its 
layout. The entire place has been redecor- 
ated and repainted, and additional space 
provided for chicks. 

Charles Apple, St. Joseph, recently pur- 
chased a new building as a site for his 
seed store. 

Vitamized Feed Co., Fort Dodge, Ia., re- 
cently completed organization of a sales 
force in Galva, Ill. Paul Rose is manager 
for four counties. 

Joy Feed Mill, Aledo, recently installed 
a new five ton portable mixer to do cus- 
tom feed mixing. 

Wyoming Feed Mill, Wyoming, IIl., was 
purchased recently by Amos Stahl. 

William J. Craig, Taylorville. opened his 
own feed store after being employed for 
several years by Ferguson's Feed & Supply 
Co. He will handle a complete line of 
feeds. 


Western Feed & Supply Co., Berwyn, 
was incorporated recently by W. L. Wallen, 
Jr.. A. Leiber, and L. R. Anderson. 

Gooch-Maricle Feed Mill, Carmi, IIl., an- 
nounced the dissolution of a partnership 
between its owners, Louis Maricle and 
Bill Gooch. Gooch is now the sole owner. 

John Cole, Alpine, recently opened a 
general store, specializing in chick feeds 
and supplies. 

Harold Morris, Chenoa, recently opened 
a new feed mill at Pontiac. The company, 
known as Chenoa Milling Co., now has 
two mills. 


McDonoungh Service, Macomb, have 
completed a new feed warehouse in prep- 
aration to opening a feed service for its 
customers. 


@ DAVID A. BLACK, who had represented 
the Arcady Farms Milling Co., Chicago, in 
the New England area for many years 
died at his home at Greenwood, R. I., on 
Sunday, February 16 after a short illness. 
He was well known throughout the indus- 
try and his many friends were shocked to 
hear of his passing. 


CONVENTION SET 


The 27th annual convention of the Mis- 
souri Grain Feed and Millers association, 
will be held at Hotel Connor, Joplin, Mo., 
en May 22, 1941, according to A. H. Meiner- 
shagen, secretary. A fine program is plan- 
ned for the parley which is expected to at- 
tract many feed and grain men from the 
state. 


R.O.P. CHICKS PROFITABLE 


Over a half million R.O.P. chicks have 
gone out to improve Wisconsin farm flocks 
during the past 11 years of record of per- 
formance work, according to C. Howard 
King, poultry and egg marketing specialist 
of the state department of agriculture. In 
order to qualify as R.O.P. a hen must have 
laid 200 or more eggs, averaging 24 ounces 
or more per dozen in 12 consecutive 
months. 
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when free men 


Werk 


OST of the people in the 
world are pretty good peo- 
ple, when you get to know. 


them, but none of them are perfect. 
And every man makes some mis- 
takes. 

If there are no perfect people, 
there cannot be any perfect society, 
because a society is only what its 
people make it. So the problem of 
all people is to do the best they 
can, with imperfect material, to de- 
velop a reasonably good society 
and government. The two systems 
of society and government that are 
most generally in use today are 
the “paternalistic” system and the 
“democratic” or “competitive” sys- 
tem. 

The paternalistic system is based 
on the effort of one imperfect man 
(or a small group of imperfect men) 
to combine millions of imperfect 
people into a perfect society. Rus- 
sia, Germany and Italy now have 
this kind of system. The competitive 
democratic system is founded on 
the belief that because there are no 
perfect men, no man is qualified to 
hold complete control over the lives 
of the people of a nation. The Uni- 
ted States was founded on this be- 
lief. 

The paternalistic system of soci- 
ety has some advantages. The man 
who runs such a society can get 
things done quickly, because he 
doesn't have to argue with any- 
body. He can make reforms effec- 
tive quickly, merely by announc- 
ing new rules. 

The disadvantage of the paternal- 
istic system of government is that 
the man who runs it dares not per- 
mit anyone to disagree with his 
views. It is impossible for one man 
(or one group of men) to rearrange 
all of the complicated affairs of a 
nation unless he can force every- 
body to do exactly as he orders 
them to do, and so when people dis- 
agree with his wishes, he must 
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democracy grows 


order them to do as they are told. 
If they refuse, he must take control 
of their affairs, so that he can fit 
those affairs into his general plan. 


In the countries that apply the 
paternalistic system, the rulers have 
been forced to take control of every 
activity. First, they had to take con- 
trol of the industries of their coun- 
tries to adjust each industry to all 
other industries. When the govern- 
ments took over the industries, all 
of the employes worked for the gov- 
ernments, and so the governments 
had to take control of employes to 
prevent them from disagreeing with 
their new employers. Then, in order 
to use labor to the best advantage, 
the governments had to dictate 
what kind of a job each worker 
should take and keep, and how 
much he should be paid. The gov- 
ernments also had to take over 
control of the farms and farmers, in 
order to balance the various crops, 
and the use of the crops. 


Thus the paternalistic system of 
government has brought, and must 
bring, all of the people of a nation 
completely under the power of one 
man (or one group of men) who 
must force all of them to give up 
individual personal rights and to 
submit to orders regarding their 
personal actions, thoughts and ex- 
pressions. That one man may be a 
good man, but he is merely human, 
and he can make mistakes. And he 


Last October, The Feed Bag published 
an article in condensed form on some 
highlights of employer-employe relation- 
ship, written by C. P. Gulick, chairman of 
the board, National Oil Products Co., 
Harrison, N. J. which he had presented to 
employes of his firm in a series of bulle- 
tins. That article received so much com- 
ment from our readers, that we are happy 
to be able to present another article by 
Mr. Gulick covering the relationship of 
industry to the community under a demo- 
cratic form of government. 


may be a bad man. In either case, 
he must grant great powers to hun- 
dreds of thousands of assistants 
who, at best, are only ordinary peo- 
ple who can be selfish and who can 
make mistakes; but who may in 
some instances, use the absolute 
power of government to rob those 
who are helpless, and to persecute 
those who complain. ‘ 

The competitive democratic sys- 
tem of society, as it has been ap- 
plied in America, is comparatively 
cumbersome. It gets things done 
slowly and permits of considerable 
inefficiency. It allows some oppor- 
tunity for hunger and injustice while 
business leaders and statesmen 
seek for improvement. Yet it gives 
every man and woman the freedom 
to say what they please, to work 
where they please—when jobs are 
available—to go into business for 
themselves if they wish, and to do 
all of these things without fear of 
political persecution, concentration 
camps or firing squads. 

And with all of its imperfections, 
the competitive democratic system 
has given the employes of America 
more necessities and more luxuries, 
than are enjoyed by the people of 
any other nation in the world. 

One hundred and thirty million 
Americans receive more wages 
each year than the 550 million peo- 
ple who live in Europe. With 18 
minutes of work, an American steel 
worker can earn food that an Eng- 
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© The Borden Company 


Two Products Made for Poultry Mashes 


The B-G group of vita- 
mins as found in milk are 
important to growth, hatchability and egg production. These 
factors are many and their nature is complex. In FLAYDRY 
you get all that milk has. 

FLAYDRY provides the means of adding dependably stand- 
ardized amounts of milk's B-G vitamin factors to fortify 
poultry mashes. The B-G group of vitamins are needed by 
birds at all ages for complete nutrition. Concentrated in 
FLAYDRY in natural combinations, this group of factors adds 
growth and health-building power to mash feeds. 


In FLAYDRY D there is available natural, fish-liver vita- 
min D in addition to the standardized amounts of milk's B-G 
vitamin factors. The vitamin D is tested on chicks according 
to AOAC standards for potency. In its dry-product form 
FLAYDRY D furnishes to feed manufacturers a more con- 
venient, easy-to-mix, easy-to-handle source of vitamin D. 


FLAYDRY D is shipped in 100-lb. bags in any of the usual 
potencies. Each shipment is backed by a Borden Certificate 
of Guarantee for the vitamin D potency. 


The advantages of FLAYDRY and FLAYDRY D are being recognized by in- 
creasing numbers of feed manufacturers because each of these two products 
readily fits into all poultry-feed formulas. If you are not acquainted with the 


merits and the savings possible by using FLAYDRY and FLAYDRY D, write 
today for full information. 


GROWTH HATCHABILITY EGG PRODUCTION 
Bt COMPANY 
Special Products Division 
350 MADISON AVENUE, NEW YORK, N. Y. 


23 States Consider 
Wage and Hour Bills 


Wage and hour bills have been iniro- 
duced in 23 states at the present time. 
While these bills follow a model bill in 
their general provisions, there are some 
interesting variations. 

For example, in Connecticut two bills 
have been introduced, both of which ex- 
empt outside salesmen. The specified mini- 
mum wage in both bills is 30 cents per 
hour for the first year, and for a second 
period of four years, and 40 cents an hour 
thereafter. Maximum hours are 48 through- 
out. 

The Indiana bill calls for 25 cents an 
hour the first year, 30 cents the next six 
years and 40 cents thereafter, with maxi- 
mum hours 44 the first year, 42 the second 
period and 40 thereafter. Maine solons 
would provide for 30 cents per hour the 
first year, 35 cents the next 6 years, and 
45 cents thereafter, with hours 44 the first 
year, 42 the second period and 40 there- 
after. Massachusetts has an identical bill. 

The Michigan bill starts out with 40 cents 
per hour the first year, jumps to 45 cents 
the second period and 50 cents thereafter, 
with maximum hours 44, 42 and 40 in the 
order named. New Hampshire begins at 
25 cents per hour, goes to 30 cents the 
second period and winds up at 40 cents, 
with hours being 44, 42 and 40. New Jersey 
is 30 cents an hour for the first year and 
second period and 40 cents thereafter. 
Rhode Island begins with 30 cents, but 
jumps to 35 cents in the seventh with 40 
hours being the maximum straight through. 

Duration of the second period in these 
bills varies from one to seven years. The 
model bill provides for a 6 year second 
period. 

Outside salesmen are exempt in Con- 
necticut, Massachusetts, and New Jersey. 


MANUFACTURERS MEET 

The Northwest Feed Manufacturers & 
Distributors association held a well at- 
tended meeting, March 11 at the Curtis 
hotel, Minneapolis, according to S. N. Os- 
good, secretary. Ed Cashman, president 
of Doughboy Mills, Inc., New Richmond, 
Wis. and also president of the Northwest 
association was unable to attend the meet- 
ing, as he is enjoying a vacation in sunny 
California. 

@ 

@ DELTA Seed Co.. New Madrid, Mo., 
recently installed a new seed cleaner with 
a force feed hopper. 


@ KIPP BROS., Elliot, Ia, opened a new 
elevator recently. Owners are D. R. and 
R. C. Kipp. 
@ BAHLER Feed Service, Remington, Ind., 
added two new hammer mills to its plant 
last month. Harry Bahler is the owner. 
@ CRABBS, Reynolds & Taylor purchased 
the Martin Feed Store, following the death 


of John D. Martin. 


@ BRANCH MILL, Onsted, Mich., installed 
new hammer mill equipment last month 
which doubled the plant capacity. 
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farmers who use 


HY should a farmer have 
to buy commercial feeds? 
Why doesn't he just feed 


the things he raises on his own 
farm, such as corn, oats, barley, 
hay, and so forth? 

The answer is this: Those feeds 
aren't enough. But that may sound 
like a pretty strong statement. Let's 
go back a few years. 


The foundation for commercial 

feeds was laid about forty years 
ago. About that time, the tremen- 
dous feeding value in wheat bran 
and shorts left over from the manu- 
facture of flour and cereals for hu- 
man consumption was discovered. 
Not only did the animals like these 
feeds, but they actually thrived and 
made better progress than ever. 
This opened up a whole new field 
for study. 
. Later on, cottonseed meal which 
up to that time had been used only 
as a fertilizer, was found to be rich 
in food elements. Cane molasses, 
skim milk, whey, brewers slops 
were other early additions to the 
growing list of waste products 
which today have a valuable place 
in modern feeding methods. 


The farmer found he could use a 
few cents worth of these products 
to replace a bushel or so of his 
homegrown grains and get better 
feeding results. Not only was the 
farmer cutting down his feed costs 
by the addition of these new found 
ingredients, but his animals and 
poultry were healthier, strong, grew 
faster — his cows produced more 
milk, his hens laid more eggs. 


Some people might say that they 
still don't quite see the need for a 
commercial feed manufacturer and 
point out that cane molasses, cot- 
tonseed meal, skim milk, whey, 
bran and the like either come from 
the farm or the farmer can get them, 
feed them, and get the same results 
as with a commercial feed. 


As a matter of fact, that's just ex- 
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actly what a lot of farmers, dairy- 
men, poultry raisers and cattlemen 
tried. But, here’s the funny part; 
one farmer might get good results 
while his next door neighbor didn't. 

Strange as it may seem, that hap- 
pened not once but countless times. 
Something certainly was wrong 
somewhere, and this time scientists 
working with the commercial feed 
manufacturers, came up with the 
answer. So important and far 
reaching was this answer that it 
became the very backbone of com- 
mercial feed manufacturing as we 
know it today. 

They found, first, that any feed 
product will vary tremendously in 
its nutritional value. They found, 
second, that many farmers in their 
enthusiasm were trying to make 
the cheaper products carry the big- 
gest share of the work. I remember 
them telling the story about the 
farmer who put green spectacles 
on his cow and tried to feed her 
sawdust! 

These important discoveries of 
our scientists can be summed up in 
one word: BALANCE. And that 
word, balance, is the backbone of 
commercial feeds that I mentioned 
a moment ago. First, if a feed is to 
be productive, a farmer must be 
sure that each ingredient contains 
known nutritional value, without 
variance. And, second, that each 
of those ingredients is balanced 
with the other ingredients, that is, 
they are in the proper proportions. 


This article is a summary and conden- 
sation of a radio talk on feeds, their his- 
tory, manufacture and productive value, 
given recently by W. D. Walker, vice 
president and general manager, Arcady 
Farms Milling Co., Chicago, on the WLS 
Prairie Farmer Discussion Club. In this 
talk, Mr. Walker makes many fine obser- 
vations on marketing of feeds which deal- 
ers can use to good advantage in their 
daily sales and feed educational work 
among farm customers. 


W. D. WALKER 


And that proportion—or balance— 
is all important not only in a com- 
plete commercial feed but also in 
the case of a supplement which is 
used to balance the farmer’s own 
home grains. 


These grains have a part in the 
recommendations of a commercial 
feed manufacturer. The true value 
of any commercial supplement is to 
furnish the animal with needed food 
elements; furnish them in the right 
proportion, or balance, which is 
lacking in the ration when home- 
grown grains are fed alone. 


Just because an animal is getting 
all it can eat doesn’t mean that it 
will grow and produce the way it 
should. Bulk isn’t enough. Every 
dairy farmer knows that his dairy 
cows need certain food elements to 
produce milk — steers and hogs 
need certain other elements which 
are turned into meat and fat. Hens 
need still other food elements to 
make them lay eggs at a money- 
making clip. Just filling their craws 
or stomachs with whatever you 
have on hand won't necessarily 
supply those needed elements. It 
would be just like your filling up 
the tank of your car with gasoline 
when for best results what it really 
needed was a quart of oil. 

When a farmer buys a commer- 
cial feed, how can he be sure that 
it contains this necessary balance 
and the right proportion? 

One of the first things he should 
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Letters 


I do not wish to enter into an abstract 
discussion of the easy payment myth. For 
10 to 12 years I have held to the opinion 
that a great deal of the troubles of this 
country, including the 1929 crash are basic- 
ally founded on easy payments. 

It is a matter of history that no country 
has ever failed to suffer where usury is 
prevalent—this you can find in the Bible— 
in Montesquieu’s Spirit of Laws, etc. 

It is time some ot the really progressive 
papers tell people the truth and put up 


@Help your customers reduce their disease 
losses, and make more money for yourself 
at the same time. 


headlines like this: EASY PAYMENTS — 
USURY. 
CREDIT 


When you consider present conditions 
the feed dealer who sells on credit, should 
know just a few things that stand out. 

1. A large number of farmers are renters 
with little or no responsibility above exemp- 
tions. 


2. A large amount of the land is mort- 
gaged up to or near to its value. 

The dealer who sells to these on credit 
is taking big risks. As a rule they have 
an automobile, mortgaged 

a washing machine mortgaged 

implements mortgaged 

live stock mortgaged 

furniture mortgaged 


YOUR 


Dr. Salsbury’s Laboratories supply feed 
dealers with Avi-Tab in bulk, ready for mix- 
ing with poultry and turkey feed. 


_ Dr. Salsbury’s Avi-Tab is a concentrated medicine 
in granulated form. Avi-Tab ingredients are well- 
known for their beneficial effect on digestion and 
digestive organs. These drugs tend to stimulate body 
functions, increase the appetite, promote assimilation 


and aid in elimination. 


e Avi-Tab is beneficial in feed for poultry and turkeys of all ages. It acts as a tonic and 


conditioni 


ng treatment for baby chicks and baby poults; also is a preventative treatment 


against mycosis and various other debilitating diseases of similar nature. In a recent 


test, 99 baby chicks fed Avi-Tab in their mash gained 17 pounds, 9 ounces, more in six 
weeks than a control flock that received no Avi-Fab 


FEED DEALERS ARE FURNISHED MANY SELLING HELPS 


Attractive product folders are furnished to dealers for envelope stuffers, package inserts, 
or for over-counter handouts. Printed tags are supplied for use on bags containing feed 
fortified with Avi-Tab. National advertising in farm and poultry papers advise poultry 
raisers to go to their local feed dealers for feed fortified with Avi-Tab. For more informa- 
tion about this profit-producing plan write Dr. Salsbury’s Laboratories, Charles City, Iowa. 


@Dealer Emblems Which Guide Poultry 
Raisers to Dependable Poultry Service 


Nation-wide POULTRY 
HEALTH SERVICE 


DR. SALSBURY’S LABORATORI 


IT PAYS TO. 
CONCENTRATE 
on the Dr. Salsbury line 


Charles City, Iowa 


Dealing 


As long as things go well, the dealer 
gets his money, if the man is honest. But 
in case of sickness, accident, poor crops, 
poor prices, death, the dealer holds the 
bag. 

These other items are handled on a 
margin of 20%, 30% and up, plus a finance 
charge, plus a chattel mortgage. It does 
seem foolhardy for a feed dealer to handle 
on 10 to 15% margin, about half the mar- 
gin these other items carry, and on top of 
this to give credit with no security—no 
finance charge. 

It looks to me as though someone would 
have to devise an easy payment gag to 
work on the buyers of feed. There certain- 
ly ought to be someone in the business 
as smart as the’ sellers of automobiles, 
radios, etc. 

LIENS 

A bill for material supplied for a build- 
ing or other construction becomes a lien on 
the property. This is so whether the ma- 
terial has been purchased for the job by 
the owner or the contractor. 

The feed dealer may supply feed to grow 
a bunch of hogs, or to produce a lot of 
milk, but he enjoys no protection from the 
law—he has no lien on the hogs or the 
milk. 

In all fairness, why should not the feed 
dealer be protected? 

The responsible, honest farmer should 
not object to this—the irresponsible, dis- 
honest one is not entitled to consideration, 
so it should be possible to get some pro- 
tective legislation. 

The cost of credit is based on interest 
plus losses on bad debts. Since such a 
law would decrease the cost of credit to 
the vast majority who are honest and re- 
sponsible, they should be for it. 

J. W. Greenfield 
Ferneau Grain Co. 
Blanchester, Ohio 


@ KIBLER’S Feed mill, West Terre Haute, 

Ind., entertained customers last month at a 

lecture at which farm pictures were shown. 

@ PHIL WOOD, Renselaer, Ind., has pur- 

chased the feed business and stock of the 

Renselaer Hardware & Seed Co. 

@ LYNDON Feed Mill, Lyndon, Ill., owned 

by John Attig, has been sold to the Rock: 

River Lumber Co., Prophetstown. 

@ FRED ZOLLNER, Waterville, Minn., died 

last month at the age of 74. He had oper- 


ated a local feed mill for 40 years. 


@ ARCADY Feed Service, Accomac, Va., 
opened a new store house and office 


recently. 


@ MODERN Feed Mill, St. Charles, Minn., 
held its grand opening last month. V. V. 
DeMarce is the manager 

@ GORHAM Grist Mill, Gorham, N. Y.. 
suffered a loss of $10,000 last month when 


fire destroyed its plant. 


@ CHARLES H. CAPLE. 67, Canandaigua, 
N. Y., flour and feed manufacturer, died 
Feb. 23. 
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— democracy 


(Continued from Page Twenty-three) 


lish steel worker must work 76 minutes to 
earn, that a German must work 120 min- 
utes to earn, and that a Belgian must work 
236 minutes to earn. 

The United States owns 178 radios for 
every 1000 people, Germany has 108, Rus- 
sia has 17, and Italy has only 2 radios for 
every 1,000 people. America has enough 
automobiles to carry the entire 130 million 
population at one time. 

The average American wage is twice the 
average British wage, three times the Ger- 
man wage, and five times the Italian wage. 
And a dollar of the American wage will 
buy more and better conveniences than a 
dollar will buy in Europe. 

When the score is added up, it is ap- 
parent that the imperfect, democratic sys- 
tem that exists in the United States, has 
given the American people definite advan- 
tages that are not enjoyed by the citizens 
of the paternalistic governments. 

In the democratic competitive system 
you will find all kinds of people. Most 
people are friendly, sincere and honest, 
but every community has a sprinkling of 
people who are selfish, who are not sin- 
cere, and who are not entirely honest. And 
these insincere and unethical people can 
be found in all groups of our economic 
society. 

Any group of employes is likely to con- 
tain one who will attempt to grind his own 
axe at the expense of the others. Any 
neighborhood may contain one person 
who will try to impose on the rights of his 
neighbors to further his own interests. 

The fellow who welshes on his obliga- 
tions is selfish and dishonest, and he can 
be found in all kinds of surroundings. He 
may earn twelve dollars a week or thirty, 
or a hundred, or a thousand; he may be 
a drug clerk, a doctor, a business man or 
a@ congressman. Every nation, state, city 
and town, since the world began, has had 
some such people among its citizens, and 
always will have them. The earnest, hon- 
est people, who outnumber the unethical 
people, must find ways to deal with them. 
The citizens of a competitive democratic 
society have the power to control and to 
penalize selfish, unethical and dishonest 
people. They also have the courage to do 
it. 

Employes get wise to the fellow employe 
who slyly evades his responsibilities and 
makes the rest of them carry his load. Em- 
ployes penalize such a fellow in many 
ways. Employes also penalize foremen and 
superintendents and employers who are 
stupid, selfish, or unfair. 

A business man who is selfish and un- 
ethical gets disciplined and penalized by 
associates, by competitors, by customers 
and by employes. His associates look out 
for themselves, give him only half-hearted 
support and destroy efficiency; his compe- 
titors go out of their way to trap him and 
to show him up to his trade; his customers 
force him into unprofitable deals or take 
their business to his competitors; the banks 
and his sources of supply learn that he 
can't be trusted, and so restrict or cut off 
his credit. Eventually he gets thrown out 


THE FEED BAG — March, 1941 


and replaced, or he winds up with a small 
and broken business that hardly keeps him 
alive. 

The power of independent and democra- 
tic people to penalize selfish and dishonest 
people is called “the power of public opi- 
nion”. The public is usually slow about 
using this power, and consequently un- 
ethical people can sometimes get by for 
awhile. But when the. public chooses to use 
its power, it can and does, ruin the people 
who misbehaved. 

The people of the United States are pa- 
tient and, in social and economic affairs, 
they are very often lazy and so their use 
of the power of public opinion is not thor- 
oughly efficient. 

Consequently, the society, the business, 


and the politics of the United States are 
imperfect. Yet with all of the imperfections, 
the people of the United States have had a 
personal and political freedom that is un- 
surpassed anywhere in the world; they 
have received more money, more necessi- 
ties, more conveniences and have enjoyed 
a more comfortable living scale than the 
people of any other nation. All these com- 
bine to give the average American a more 
abundant life than has ever been experi- 
enced by any other people at any time in 
history. 

The people of the United States can con- 
trol their own welfare by the power of pub- 
lic opinion only so long as the competitive 
system exists. Competition for public office 
forces politicians to watch their step and 
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FOR QUAKER FEED DEALERS 
Yo a clean-up tn 


ST for 1941! 


@ Sales of Ful-O-Pep Mashes are running at their high- 
> ws —— est level in all history, with a big chick season forecast 


@ Ful-O-Pep raised hens made outstanding records at 
ll the National Egg Laying Contests, giving Quaker Deal- 
ls ers great and effective talking points! 


@ Strong advertising and merchandising on Quaker 
——_ Feeds will make selling easy throughout 1941. For 
details of a Quaker dealership, write 


THE QUAKER OATS COMPANY, CHICAGO, ILL. 
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LIME CREST CALCITE 
RICH MINERALS, LOW COST 


Enrich your feeds with LIME CREST CALCITE. 
It’s the easy, economical way —The Lime Crest 
Way — to mineralize. Even plain LIME CREST 
CALCITE FLOUR furnishes, besides its Calcium, 
significant fractional amounts of valuable “trace” 
elements — Iron, Copper, Magnesium, Zinc, 
and many other factors known to influence mineral metabolism. 
Enriching the feeds The Lime Crest Way does not increase the cost per 
ton of final feed, for LIME CREST CALCITE FLOURS prepared to your speci- 


fications, bagged and delivered, generally cost less than any other feed 
ingredient you are now using. 


ime 


TRADE MARK 


BRAND 


Lime Crest Calcite Flour or “Grit’’ 


The Lime Crest Way is the sure, common-sense way for the feed manu- 
facturer to make available needed minerals to users of his feeds at low 
cost. Just two things to do: 


1. Mineralize your feeds with LIME CREST CALCITE 


FLOUR, plain or with Iodine or Manganese or both 
added. 


2. For your poultry-mash customers, see that the dealers stock 
LIME CREST CALCITE CRYSTALS to fill « grit” orders. LIME 
CREST “GRIT” is crystal-hard, helping birds to grind their feed 
and furnishing additional Calcium and trace minerals for body 
repair and shell making. Poultry eat “Grit” as Nature urges 
them to mimeralize. 
For full information on plain Calcite Flour, lodized Calcite Flour, Man- 
ganese Calcite Flour, or Maniodized (Manganese and Iodine) Calcite 
Flour, and about dealerships for LIME CREST CALCITE CRYSTALS, address: 


LIMESTONE PRODUCTS CORPORATION OF AMERICA 
BOX 6, NEWTON, NEW JERSEY 


HOME OF “LIME CREST*’ CALCITE PRODUCTS 


Lime Crest Calcite Products come from the mineralogically rich deposit known as Franklin white crystalline 
limestone located near Newton, New Jersey. The unusual character of the calcite—natural crystallized calcium 
carbonate—found here makes it particularly valuable as a mineral supplement for poultry and animal feeding. 
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permits the people to control them. Com- 
petition between businesses for the trade 
of customers gives the customers a control 
over business. Competition between busi- 
ness for efficient workmen permits the em- 
ployes of the United States to retain their 
tight to be independent. Competition be- 
tween the executives of business for jobs, 
for customers, for employes, and for the 
money of investors, makes it possible for 
business to discipline and penalize un- 
ethical operators. 

Thus the competitive system gives the 
people of the United States the privilege 
of disciplining unethical groups by applica- 
tion of the power of public opinion. And so 
long as competition exists, that power will 
be held by the people. But if the competi- 
tive system should be abandoned and re- 
placed by a paternalistic planned society, 
the control of all affairs and all individual 
actions of the people of the United States 
would necessarily centralize in govern- 
ment and could no longer be held by the 
people. 

In that case, the greatest opportunity to 
get power and money would be in gov- 
ernment work. Then the most selfish of the 
workmen, and the most selfish of the busi- 
ness men, and the most selfish of the poli- 
ticians would use their ingenuity to get 
government jobs, so that, in a non-com- 
petitive nation, they could feather their 
nests. The result would be that we would 
find the selfish and unethical people gath- 
ered together in government, and holding 
the power to do what they wished with 
the rest of us. It is better to keep the self- 
ish people distributed where they can be 
disciplined and penalized than to set up 
a society which they can control. 


What is the fundamental problem facing 
industry today? What is industry? To some 
of us, industry means great factories, great 
concentrations of capital. To the politicians, 
industry is an aggregation of economic 
royalists who serve two purposes; first, it 
is something to be preached against in 
order to devise a political philosophy to 
secure votes, and secondly, a_ target 
against which various legislative attacks 
may be launched in the way of coercion, 
regulations, taxation, etc. Now I submit to 
you that this is not industry. Industry is 
merely the institution through which all of 
us may exchange the value of our special 
talents, our abilities, our labor for goods 
and services. 

This leads to another question: Who owns 
industry? Certainly the early-day ox cart 
manufacturer didn't own it. He might have 
gradually accumulated the tools to build 
with, but that didn't constitute industry. 
Industry was the sum total of the ability 
of that ox cart manufacturer, the tools he 
used to build with, the appreciation if his 
neighbors for the quality of his ox carts, 
their demand that they be permitted to 
own similar ox carts, and as long as these 
forces of ability, tools and demand were 
balanced and in operation, industry grew 
and prospered. I point out to you that 
one of the essential elements in that pic- 
ture was the element of demand, and cer- 
tainly the ox cart builder did not OWN 
demand. That industry would have fallen 
the moment the community no longer want- 
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The Fairview Farmers Elevator, Fairview, 
Ill. recently entertained more than one 
thousand farmers at its annual Farmers 
Day. Part of the crowd is shown in the 


top picture. In the lower picture W. R. 
Willcoxen, manager. Cecil Kuehn, book- 
keeper and A. E. Bentley, office manager, 
are shown. The company has been in busi- 
ness since 1913, does a business of $300,000 
a year and has 14 employes. At Farmers 
Day everybody got a swell lunch, saw 
movies and heard lectures on machinery, 
feed and seed problems. 


ed those ox carts or it would have fallen 
as soon as certain elements in that com- 
munity refused to produce other goods to 
be exchanged for ox carts. 

The next question that automatically pre- 
sents itself in this discussion of industry is 
WHO CONTROLS IT? I think it is now a 
self-evident fact, from the illustration I 
have used, that the entire community con- 
trols it, and that the entire community takes 
part in it. In other words, industry is an 
institution which men themselves, every 
member of a community, have built to be 
the servant of that community. 

The ox cart manufacturer eventually be- 
came an automobile manufacturer, serving 
millions of people by providing automo- 
biles and trucks. And yet there are among 
us those who feel that the man who builds 
a factory to make a product which the peo- 
ple want, need and demand, is their ene- 
my, rather than their servant. They fail to 
rejoice at the fact that the good Lord has 
endowed man with a type of ability that 
enables him to serve them in a way which 
they could never serve themselves. 

Now this brings us back to the original 
question—what is the fundamental prob- 
lem facing industry today? I believe that 
now we all know whdt industry is. I be- 
lieve that you and I can serve industry 
best by attempting to educate every seg- 
ment of the public as to industry so as to 
wipe out the feuds and quarrels and mis- 
understandings that invariably result be- 
cause of ignorance, fundamentally, as to 
what industry is and does. I use the word 
ignorance in the sense of the opposite of 
knowledge. Call it by any other name if 
you care to—lack of information. But any 
institution, any company, any industry, any 
society, and state, can be successful in the 
long run only in proportion to the degree 
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of cooperation of eack member, and espe- 
cially if that cooperation is based upon 
fundamental understanding and lack of 
ignorance. 

In this modern age there are many ways 
and means and places in which this ignor- 
ance can be dispelled, the school, the 
church, the forum, conference—these and 
many others. It is your job and mine to 
help every one of our fellow creatures to 
become thoroughly educated on all of 
these matters concerning industry, so as to 
dispel the gloom and fog of ignorance to 
the end that this great Republic of ours 
may continue to progress to heights of 
greatness almost beyond the imagination 
to conceive. It can only be done through 
cooperation of each element in our society, 


activated by an enthusiasm to produce 
more and better things. 

Let's do away with envy, jealousy and 
hatred, because these are the children of 
ignorance, and I submit to you fellow 
workers with all the sincerity of which I 
am capable, that in this sense, we are 
our brother's keeper. 

@ HERMAN NAGEL, Herman Nagel, Inc., 
Chicago, recently took a trip to New Bruns- 
wick, Canada to visit a brother who is a 
member of the crew on a British ship. 
@ CHARLES BALDWIN & Son feed store, 
Housatonic, Mass., was destroyed by fire 
of an unknown origin last month. The 
store will be rebuilt. 


PLEASE YOUR CUSTOMERS... BUILD YOUR TONNAGE 


WITH THESE TIME-TESTED 


MILK-SAVING CALF FEEDS 


Premiums for ay > 


Send for your FREE 
catalog illustrating beau- 
tiful merchandise obtain- 
able with CREDITS 
that come with every 
bag of Blatchford’s Calf 
Meal and Pellets. 


top feeding results. 


Vitamins A, 


ESTABLISHED 1N 


WAUKEGAN 


Any FOR QUALITY MIXING 


MAKES QUALITY FEED MIXING EASY 


Where “VITADINE?” is used no feeding dried milk products need be added to get 
“VITADINE” also takes care of your Vitamin D problem by 
providing the equivalent of 3 pounds of 400 D oil per 100 lb. bag... 
and wheat germ oil supplies Vitamin E. ‘““VITADINE” is also rich in 
B, and G, and contains in each bag required amounts of 
SM iodine, and manganese for one ton of feed. Also, as a “VITA 
user, you have free access to our up-to-date Formula Service Dep’t., 
which furnishes FREE advice on all formula problems. 


These milk-saving products are prime 
favorites with dealers everywhere. . 

because they sell fast and bring cus- 
tomer satisfaction. They enjoy steady 
demand by helping calf-raisers SAVE 
VALUABLE MILK FOR MARKET — 
» SAVE TIME AND LABOR — GIVE 
CALVES A FAST, THRIFTY START. 


itadine 


DINE” 


“ILLINOIS: 


Gorm Day Crowd 
Se “stistied Cast om 
4 oe : 
ESTABLISHED IN 1800 — 
C A L F M E A L (pecters) 
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@ GEORGE S. MILNOR has been elected 
president of the Millers Mutual Fire Insur- 
ance Co., Alton, Ill., succeeding H. B. 
Sparks who has been president for 26 
years, and was named chairman of the 
board. A. J. Koenigsmark was elected to 
the position of first vice president, formerly 
held by Mr. Milnor. 


@ BAXTER Grain & Coal Co., Baxter, Ia., 
announced recently it is planning erection 
of a new all-steel warehouse, equipped 
with a feed mixer. 


@ CITY FEED MILL, Stoughton, Wis., spon- 
sored a public exhibition on brooders last 
month, showing how they operate in ex- 
treme cold weather. 


@ WALLACE E. CAMPBELL has purchased 
the Farmers Produce Co., Vinton, Ia., from 
C. D. Ferguson, and has changed the name 
to Vinton Farmers Supply, with A. F. Easter 
as manager. Mr. Campbell will continue 
his work as southern Iowa representative 
for the Waterloo Mills Co. 


@ FRED SAMA, feed dealer at Homer, IIl., 
purchased additional property adjoining 
his feed store. He plans to erect model 
brooder and chicken houses. 


@ NORTHRUP SEED CO., Minneapolis. 
Minn., entertained 22 feed dealers from the 
Farmer Store companies last month. The 
dealers were treated to a dinner, movies 
and speeches. 


for 


PROFITS 


WITH THIS 
for Supplement 


SARGENT 


Minral 


Meat Meal 


Meat Meal. 


SARGENT & CO. 


e 30 


1. Minerals, yet it sells for about 
half of average mineral prices. 


2. Proteins, and it feeds TWICE as far as tankage. 


You give farmers 2 for 1 value when you sell them Minral 
And you GET 2 for 1 VOLUME — with the 
fastest-selling mineral and protein supplement in the heart of 
the hog belt. @ Sell the supplement the farmers want — and 
see your volume and profits go up. e WRITE today for your 
money-making dealer proposition. ‘ 


50 Years of 
Quality Feeds 


Amburgo Corp. Holds 


Annual Conference 


The Amburgo Corp., Philadelphia, recent- 
ly held an annual meeting attended by 
representatives of the company from many 
states. Although the firm has been in busi- 
ness four years, this was its first annual 
meeting. 

Samuel M. Golden, general manager, 
was in charge of arrangements. In addi- 
tion to representatives of the company, the 
following were also at the meeting: E. C. 
Kessler, president, Amburgo Corp., and 
also of Ames-Burns Co., Jamestown, New 
York; I. D. Ditzler, secretary of both com- 
panies; Charles Kieser, Dr. F. H. Clickner 
and Louis Novins, The Borden Co., Chicago; 
O. B. Briggs, dry yeast department, Stand- 
ard Brands, Inc., Frank Dowe, special sales 
division, General Mills, Inc., and David 
Molof, Silmo Chemical Corp. 

Speakers at the meeting included Mr. 
Golden and S. B. Samuels, purchasing di- 
rector, the Farm School, Bucks County, Pa. 


PACIFIC CONVENTION 

A poultry and nutrition conference at the 
Washington State College was a feature of 
the 13th annual convention of the Pacific 
Northwest Feed association held Feb. 21-22 
at the New Washington hotel, Seattle, 
Wash. The conference was sponsored by 
the association and the college. 

More than 300 feed men, including an 
Oregon delegation, attended the meeting. 
C. O. Lande, Lande Feed Co., Renton, 
Wash., was re-elected president; Lorin 
Markham, Yakima Milling Co., Yakima, 
was elected vice president, and Barney 
Rindal, Rindal & Ness Feed Co., Paulsbo, 
Wash. was elected secretary-treasurer. J. G. 
Wilson was renamed manager. 

@ ROY L. MOSSBURG, Warren, Ind. was 
elected president of the Northeastern Indi- 
ana Hay Dealers association last month. 
Other officers elected include O. Bodort- 
schor, Bluffton, vice president, and L. R. 
Rumstre, South Whitley, secretary-treasurer. 

@ J. ROACH SONS, Inc. elevator, Plain- 
field, Ia. burned recently with an estimated 
loss of $40,000. The firm immediately pur- 
chased the Farmers Elevator, Plainfield and 
moved that elevator to the site of the one 
which burned. 

@ COX FEED MILL, Ridgeville, Ind., enter- 
tained a group of farmers recently, featur- 
ing a motion picture and dinner. 


@ WAYNE FEED Co., Fort Wayne, Indiana. 

entertained feed dealers at a district meet- 

ing recently at the Spencer hotel, Marion. 


MINNESOTA 

T. E. Hier, Springfield, recently sold his 
interest in the local feed mill to his son, 
Lee, who is now sole owner. 

Monarch Elevator Co., Erdahl, suffered 
the loss of its elevator by fire. The build- 
ing was burned to the ground. 

J. Ingalls, Little Fork, plans to build a 
combination feed store and service station 
early in spring. 
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bring profit to new 
owners of old mill 


GRIST mill, steeped in old- 
fashioned tradition, but oper- 
ated in a modern manner and 

popular with farmers in western 
New England is owned by J. L. 
Dunnell & Son, at Bernardston, 
Massachusetts. 

The Dunnells have done right 
well by themselves since 1921, 
when they bought the mill from C. 
S. Barber. There are now three full 
men employed, besides the owners. 
This mill, incidentally, was first put 
into operation in 1898. 

There is a Boston & Maine rail- 
road siding, which is considered an 
advantage which fits in well with 
the other facilities. Like old time 
grist mills, this one runs very effi- 
ciently on water power. A typical 
example of Yankee ingenuity, is the 
transmission of power from a tower 
by the stream to the mill two hun- 
dred feet distant by an arrange- 
ment of pulleys and cables. 

Early in the twenties, both Mr. 
Dunnell and his son agreed that a 
mixing as well as grinding service 
was desirable, if not essential to 
continued improvement of patron- 
age. 

Accordingly, quite a sensation— 
would be called a “scoop” in news- 
paper parlance — was created in 
the section around Bernardston 
when Dunnell & Son came forth 
with the first mixture in that part 
of the state. 

“Even today,” pointed out young 
Mr. Dunnell, “customers come in 
from further away than the last one. 
And many of them still say: ‘Oh, 
yes; you had the first mixer in this 
vicinity.’ 

Mr. Dunnell has always felt that 
installation of the mixer, plus being 
the first in his locality to have it 
done was and still is a heavy factor 
in at least two ways; (1) holding of 
old trade, particularly when a chain 
organization set up a plant about 
ten miles away; (2) bringing in of 
new business; this, in turn, has been 
accomplished, (a) by securing of 
new customers through satisfied old 
ones and mouth-to-mouth com- 
ments, (b) by getting larger orders 
from old customers; this was made 
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possible because many of them 
could increase their milk herds, 
poultry flocks, and crops, with the 
assurance that at Dunnell’s their 
corn and other grain could be 
ground, and that proper and suffi- 
cient feed of all kinds could be 
bought or mixed. 

Custom grinding and mixing re- 
tains its popularity in this area, and 
there is no indication of its waning. 
Corn in particular is brought in to 
be mixed with the concentrate. In 
the harvest season it is not at all 
unusual to grind a carload of corn 
every two or three weeks. 

Other feeds are also mixed. Dairy 
and poultry rations are most in de- 
mand. 

“Farmers have more confidence 
in a place like ours, where we can, 
if necessary, prepare a feed to or- 
der, after the principle of a pharma- 
cist mixing a prescription,” says Mr. 
Dunnell. “Naturally, if a man is up 
against a perplexing feeding prob- 
lem, we are able to help him work 
it out. Those are the kind of ac- 
complishments that get and keep 
customers.” 

Dunnell & Son recognize the fact 
that changes are inevitable; and 
try to adjust their policies to make 
the best of them. 

For the past two years it has been 


found desirable to use a contact 
man on a part time basis. This 
chap’s job is to call on the regular 
trade as well as to bring new cus- 
tomers into the fold. 

Coordinated with the salesman 
is an arrangement of three delivery 
routes which are covered on differ- 
ent days of the week. There are two 
delivery trucks which often have all 
they can handle. 

The elder Mr. Dunnell has a hob- 
by which is also at once instructive, 
and a producer of good advertising. 
Every fall he attends the Franklin 
County Fair, a traditional ‘farmers’ 
fair’, if ever there was one. 

Here he meets scores of his cus- 
tomers, many of whom are entering 
their livestock or produce in some 
of the contests. He has a chance to 
congratulate them upon their ac- 
complishments, without its sounding 
like “talking shop”, even though 
the blue-ribbon yearling may have 
been raised on Dunnell feeds. 


@ FARMERS CASH FEED STORE, Rocky 
Mount, Va., opened recently under the 
management of Walter Dillon, formerly of 
the Rocky Mount Milling Co. The store 
will be run on a cash basis. 

@ KENNETH PERDUE, State Line, Pa., pur- 


chased the equipment of the Herb Stetson 
Feed Mill last month. 


Geed Please 


OW well are you informed about the feed business? Can you answer the ques- 
tions your customers ask you? Here is a “Busy Feed Man's School” that will 
appear every month in The Feed Bag to help you improve your knowledge. First, 
write what you believe to be the right answers to the following questions on a piece 
of paper. Then, consult your copy of The Feed Bag Annual Red Book and turn to 
the pages indicated after each question to find the correct answer. Grade yourself 


20 on each question. 


l. Is the addition of cobalt to mixed feeds warranted at the present time? (See 


page 12) 


2. What is the recommended amount of international units of Vitamin A for hens 
producing hatching eggs? (See page 15) 

3. What is another name for carob beans? (See page 67) 

4. What percentage of poultry diseases can be controlled with proper treatment 


at the proper time? (See page 112) 


5. Mention another name for Vitamin C. (See page 16) 
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Controls 
UNDWORM 


{ASCARIDIA LINEATA) 


Nicotine 


Contains Nicotine in Measured Amounts 


The nicotine in MASH-NIC is in a special “‘shockless” form 
(U. S. Pat. No. 2,033,495). It is always present in uniform, 
scientifically measured amounts. It is unaffected by age. 
It is easy to mix—so fine in texture that it adheres well to 
particles of the mash, minimizing separation or sifting to 
the bottom of bag or hopper. 


Flock Continues to Grow and Lay 
The nicotine in MASH-NIC is not released until reaching 
the fowl’s intestines, killing roundworms (Ascaridia lineata) 
where they live. It is tasteless, odorless and non-volatile. It 
will not slow up production nor hinder growth. 


You can make extra profits by 
mixing MASH-NIC with your 
feeds—by recommending it and 
by selling it separately for home 
mixing. Get all the facts today. 


WRITE 


TOBACCO BY-PRODUCTS 
& CHEMICAL CORPORATION 


INCORPORATED 


Louisville, Kentucky 


3926 


WAREHOUSE FACILITIES SOUGHT 

Warehousemen will have an opportunity 
this year to provide facilities needed for 
the storage of government wheat surplus- 
es, according to a statement released by 
the United States department of agricul- 
ture. Government agencies will use com- 
mercial warehouse facilities in preference 
to government-owned steel bins, wherever 
the trade makes such storage space avail- 
able for wheat. 

At the same time, the department gave 
definite assurance that no contract rate 
reductions would be sought before June, 
1942 and the inference that no downward 
revision of rates will be sought even then 
for the year 1942-43. The defense commis- 
sion, which has been interested in the 
statement, will make “certificates of neces- 
sity” available for construction of supple- 
mentary warehouse space. 

——-— & 


NEW FEED VALUES 
Higher nutritional values in cattle feed, 
produced from mash used in the distillation 
of whiskey, have been made possible by 
the completion of a new $400,000 plant ad- 
dition to the Seagram distillery at Louis- 
ville, Ky., it has been announced by chem- 
ists of Joseph E. Seagram & Sons, Co., Inc. 
The effect of this development will be to 
make available to American cattle raisers 
health building feed of an unusually high 
quality. 
WAREHOUSE SURVEY 
A survey of warehouse facilities for grain 
in the United States, now under way, has 
the support of the larger grain trade or- 
ganizations, according to the National 
Grain Trade Council and the Grain and 
Feed Dealers National association. 
NEW ELEVATOR INSPECTION 
Members of the Chicago chapter of the 
Society of Grain Elevator Superintendents 
were privileged to inspect Rosenbaum 
Brothers’ newly constructed Calumet ele- 
vator, Saturday, March 3, according to an 
announcement from vice-president Lou Am- 
bler of the Glidden Co. 
MISS JOHNSTONE WEDS 
Miss Margaret Johnstone, daughter of 
A. L. Johnstone, Johnstone-Templeton Co., 
Milwaukee grain firm, was married to 
Arthur E. Kronenburg, Milwaukee, on 
March 3. The happy young couple are 
honeymooning in California. 
SEED MEN MEET 
Members of the Milwaukee District Seed 
& Feed Dealers club sat down to a swell 
fish dinner, Wednesday, March 5 at the 
Menomonee Hotel, Menomonee Falls, Wis. 
After the dinner the members discussed 
numerous problems pertaining to the seed 
trade. 
@ R. RUSTONG has opened a feed store 
at Birchwood, Wis. and will carry a com- 
plete line of stock feed and farm supplies. 
@ MT. VICTORY Milling Co., Mt. Victory, 
Ohio, entertained its customers recently at 
a feeding show. A movie showing the pro- 
cessing of feeds was the feature. 
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A service award policy has been an- 
nounced by Allied Mills, Inc., Fort Wayne, 
Ind., for employes whose length of service 
with the company, its subsidiaries, or any 
of its predecessor companies aggregate ten 
years or more. 

Employes eligible for awards at this time 
have received service pins at a series of 
meetings held at plants and offices where 
operations of the company are carried on. 
J. B. DeHaven, executive vice president, 
has attended all the meetings and has 
personally presented the loyal service 
award pins to the eligible employes. In 
addition to the ten year award, there are 
awards to those employes whose length of 
service totals fifteen years, twenty years, 
and more. Up to twenty-five years employ- 
es receive a solid gold pin beautiful in 
design. At twenty-five years a different 
type pin is supplemented by a diamond. 
Each additional five year period will be 
recognized by the addition of another 
diamond. 

In the picture above, H. G. Atwood, pres- 
ident, Allied Mills, is presenting John B. 
DeHaven, executive vice president and 
general manager, with a service award 
button representing more than 39 years of 
service. 

@ POTGETER Grain Co., Eagle Grove, Ia., 
has increased capacity of its elevator 
25,000 bus. by an addition. 


@ ALBERT HOFER has purchased the 
Hongger Feed store, Cissna Park, Ill., from 
William Vogel. 

@ GLEN HIGGINS, Farrar has been made 
manager of the Gifford Grain Co., Mingo, 
Ia. succeeding Lyle Pulley. 

@ FARM SERVICE CO., Bemidji, Minn., 
has completed a new grain elevator and 
feed plant. 

@ NARROWSBURG Feed & Grain Co., Inc., 
Narrowsburg, N. Y., has been incorporated 


by J. H. Barnes, L. M. Bailey and Janies 
Sterne. 
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@ WINDLAKE Mill, Hales Corners, Wis., 
has installed a new corn cutter. 


@ HAROLD ROTH, Cambridge Feed Mill, 
Cambridge, Minn., has installed a new 
hammer mill. 


@ FARMERS Cooperative Elevator Co., 
Dawson, Minn., has installed some new 
equipment. 

@ H. F. PETERS, Willmar, Minn., will build 
an elevator at Jackson. 


@ ALBERTVILLE Milling Co., Albertville, 
Minn., has installed a new hammer mill, 
according to Walter Klemm, owner. 


@ FOREST JUDY, owner of Adams Feed 
Co., Storm Lake, Ia., purchased a hatchery 
from J. N. Knight. The new owner will run 
the hatchery in conjunction with his feed 
business. 

@ CITY MILLS, Waupaca, Wis., formerly 
the A. G. Nelson Lumber & Feed Co., was 
sold last month to J. E. Martin. The new 
name will be Waupaca Feed & Grain Co. 

@ LEON G. HIER, Springfield, Minn., has 
bought his father’s interest in the T. E. Hier 
& Son feed mill. 

@ OSCAR F. WILSON, Underwood, Minn.. 
has purchased the interest of his brother 
Nels Wilson in the Wilson Feed Mill. 


been fully maintained. 


SILMO XX— 


and fish liver oils.. 


SILMO A-D Oil— 


and fish liver oils. 


_ 600 units vitamin A per gram. 


DEPT. F 


THE MANUFACTURERS OF 
POULTRY AND LIVESTOCK FEEDS 


ILMO’S ability to provide a strong defense against Vitamin deficiency 
in the feeding of Poultry, Dogs, Fur Bearers and Farm Livestock is 
based on the control of adequate supplies of raw materials. Contacts 
built up through many years enable us to procure needed supplies in 
spite of international disturbances. And, through the unremitting vigilance 
of our Laboratory staff, SILMO standards of quality and potency have 


All SILMO Products are Biologically 
Tested in Our Own Laboratories 
There is a SILMO Vitamin Product to fit your individual 


requirement 


Guaranteed 400 AOAC chick units vitamin D and 3000 USP 
units Vitamin A per gram. Manufactured from cod liver oil 
and fish liver oils of high vitamin A and D potency. 


POULTRY D Guaranteed 85 AOAC Chick units vitamin D and 850 USP 


units vitamin A per gram. Manufactured from cod liver oil 


Guaranteed 100 AOAC chick units vitamin D and 600 
USP units vitamin A per gram. Manufactured from fish 


SILMO FORTIFIED A-D Oil 


vitamin A per gram. Manufactured from fish and fish liver oils. 
duct can also be supplied with 2000 units of vitamin A; 


Also vitamin D in powdered form and vitamin A oils. 
WRITE FOR PRICES AND LITERATURE 


SILMO CHEMICAL CORP. 


DEFENSE 


Guaranteed 400 AOAC chick units 
“vitamin D and 3000 USP units 


Note: This pro- 
1000 units vitamin A or 


VINELAND, NEW JERSEY 
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CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


The only time some of us are any good 
at saving money is when we haven't any. 
* * * 

A REMEDY 
Doctor: “The right leg of the patient is 
shorter than the left, which causes him to 
limp. Now what would you do in a case 
like this?” 
Medical Student: “I'd limp, too.” 


OH, THAT’S DIFFERENT 
She: “No, I could never learn to love 


you.” 

He: “But I haye saved ten thousand 
dollars.” 

She: “Give me one more lesson.” 


* * * 


A woman refers to a gown that she’s 
worn twice as “that old thing.” 


‘that the Simple, Sure Way to 
Get Truly “VITALIZED" Feed 


LETTERS 


By Radio, Farm Papers, Poultry Papers and Direct 
Mail—Poultry Raisers are constantly being reminded 


that Y-O gives them all five important Vitamins A, 
B, D, E and G, derived from non-fermenting yeast, 


cod liver oil and wheat germ oil. 


Y-O Feeds 


give the results you would expect from Feeds that 
have never been lowered in quality and that in addi- 
tion are “Vitalized” by the addition of Conkeys Y-O. 
Conkeys Starting Feeds are famous for raising chicks 
successfully. They’re great, too, for “Starting” new 


customers for Feed Dealers. 
Write for Dealer Proposition. 


THE G. E. CONKEY CoO. 
Cleveland, Ohio 


RICH IN VITAMINS A, B,D,E&G 


6761 Broadway 


100188 wer 


THE 


START Tina 
FEED 


THE GE. CONKEY CO 
en ue Gat gee 


WHAT'S WRONG WITH IT? 
Son: “Pop, I got a lickin’ in school 
today and it's your fault.” 
Pop: “How’s that, son?” 
Son: “Remember when I asked you how 
much a million dollars was? Well, ‘helluva 
lot’ isn't the answer.” 


* * * 


PRACTISING 
“It's so good of you, Doctor, to have 
come this far to see my husband.” 
“Not at all, madam, not at all. I havea 
patient next door, and I thought I'd kil] 
two birds with one stone.” 


* * * 


PLOWED UNDER 
Farmer's wife (to druggist): “Now, be 
sure and write plain on them bottles 
which is for the horse and which is for 
my husband. I don’t want nothing to 
happen to that horse before the spring 


plowin’.” 
* * * 


REUNION 
“Hello, old man. Who are you working 
for now?” 
“Same people. Wife and five kids.” 


* * * 


NO USE 
Agent: “You say you want all your 
office furniture insured against theft?” 
Feed Dealer: “Yes, all except the clock. 
My helper always watches that.” 


* 
MORE OIL 
She: “I know a good joke about crude 
oil.” 
Feedman: “Spring it.” 
She: “It's not refined.” 
* * * 
REMEDY 
“Good Morning, Mrs. Dealer,” said the 
doctor, “did you take your husband's tem- 


perature as I told you?” 

“Yes, doctor, I borrowed a barometer, 
and placed it on his chest. It said ‘very 
dry’ so I bought him a pint o’ beer and 
he’s gone back to the feed mill.” 

* * * 


By planning to take care of yourself 
you can relieve the Big Planners of part 
of their burden. 

* * * 
PROBABLY AS GOOD 

“Are you a doctor?” asked the lady as 
she stepped into the drug store. 

“Naw”, replied the boy behind the 
counter, “I'm just a fizzician.” 

* * * 


GENTLE NEWS 
“Mrs. Smith's pet dog has been run 
over; she'll be broken-hearted.” 
“Don't tell her abruptly.” 
“No, I'll begin by saying it’s her hus- 
band.” 


* * * 


HOW YOU SEE IT 

“Where have you been?” 

“Having my hair cut.” 

“You know you can’t have your hair 
cut on company time.” 

“Well, it grew on company time, didn't 
it?” 

“Not all of it.” 

“Well, I ain't had it all cut off.” 
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Mill 


I: a four corner spot in Southern Michi- 
gan known as the Betzer store, Clar- 
ence Frank operates a feed mill. It is well 
equipped, and modern in every detail, hav- 
ing a Jay Bee grinder, Papec corn cracker 
and mixer, sheller and crusher, powered by 
a 50 h.p. motor and two five’s and a one- 
and a half respectively. Being right out in 
the open country in the heart of many farm 
homes, convenience and accessibility are 
two factors which have made this mill pop- 
ular, according to Ralph Frank who assists 
his father in the business. 

“This factor combined with a plan of well 
balanced diversifications is the outstanding 
reason why we have never found it neces- 
sary to advertise our custom grinding and 
feed sales business to make it profitable,” 
he continued. “You see, we sell staple 
groceries from a separate store west of the 
feed mill. In this strictly rural community 
half a dozen miles from any other town, a 
nice line of food products naturally induces 
many farmers to our store. Out front is a 
gasoline filling station, fuel and oil for cars, 
trucks and farm tractors. Repeat customers 
for these goods and services just naturally 
help us get trade not only in custom grind- 
ing and feed sales, but afford new sales 
contacts for one other major line that we 
handle, namely, farm tractors and a com- 
plete line of farming implements, hay load- 
ers, plows, cultivators, farm hardware, small 
tools, fertilizers, ditching tile and so forth. 
One line, product or service helps to sell 
the other. Every item is used and needed 
by farmers, and only by having this or 
some other allied products could the whole 
organization reach the maximum potential 
results for profitable operations.” 

Whenever the farmers prosper, service 
dealers prosper too, and in the ten years 
that Mr. Frank has operated this business 
it has been his policy to advocate, first, the 
use of farming equipment which will best 
help the farmer earn money on his invest- 
ment, and in a like manner sell his cus- 
tomers on the idea that feeding properly 
balanced mixed grain and concentrates 
will help them earn higher profits in the 
quickest time at the least productive cost. 
In line with this program, they push the 
sale of hybrid seed corn, a profitable item 
in itself and one which returns a greater 
profit after harvest through the increased 
size of crops which will be ground and 


@ KEIFER Feed & Supply Co., Elwood, 
Ind., started a 100 day experiment on feed- 
ing hogs, and is sponsoring a contest to 
see which customer can guess nearest the 
weight of the hogs when the experiment 
is completed. 

@ PALMYRA-MODESTO Grain Co.. Modes- 
to, Ill., lost its elevator through fire, suffer- 
ing a loss of $8,000. 
®@ WEST Bros., Oregon, Ill., opened last 
month under the management of Wayne 
and Maynard West. 
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prospers through 
ready service 


mixed to go back into more profits for the 
farmer. All of these combined efforts es- 
tablish confidence, hence their repeat cus- 
tomers afford business that costs nothing to 
bring into the plant. 

The management reports also that oper- 
ating costs can be kept to the lowest poten- 
tial minimum in this rural location. 


ILLINOIS CONVENTION SET 

The 48th annual convention of the Illinois 
Grain Dealers association will be held May 
12-13 at the Board of Trade building, Chi- 
cago, according to W. E. Culbertson, secre- 
tary, in an announcement released to the 
trade. 

Mr. Culbertson says that the program 
committee is working hard to provide a 
lineup of interesting speakers and events 
of interest to grain and feed men. Many 
dealers are expected to attend. 

@ DICK WESTLEY of the Cargill, Inc. 
office at Fairmont, Minn. has been pro- 
moted to the main office in Minneapolis. 
Dean Fisk, Cherokee, Ia. replaces Mr. 
Westley at Fairmont. 


Ay ~ 


of the Service 


Fortified Cod Liver Oil 


CLO-TRATE 


particulars. 


NEWARK 


Each has a definite duty to perform. Together they 
form an invincible combination capable of meeting 
any emergency. That’s equally true of the “four 
arms” of the CLO-TRATE service. Each of the four 
CLO-TRATE products is designed to meet specific 
vitamin needs and individual preferences. 


CLO-TRATE eeee 
Vitamin A & D Feeding Oils 


CLO-TRATE “400” 
CLO-TRATE “200” 


1500 A 400D 
1500 A 200D 
“85” 600 A 85 D 


% Vitamin A is expressedin U.S.P. units, and Vitamin D in A.O.A.C. chick units per gram 


CLO-TRATE products are packed in heavy, new 
steel drums equipped with faucets. Complete feeding 
directions appear on each drumhead. All CLO- 
TRATE products are guaranteed to contain not less 
than the unitage claimed for them. . 
batch is thoroughly checked before shipment in our 
chemical and physical laboratories and tested on 
chicks by the A.O.A.C. method. Write for further 


WHITE LABORATORIES, INC. 


Manufacturers of Dependable Vitamin Products 


*3000 A *400 D 


. and every 


NEW JERSEY 


@ 350 
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— good feed 
(Continued from Page Twenty-five) 


consider in selecting any commercial feed 
is that it bears the name of an established 
and reputable manufacturer. I say this be- 
cause I know that all such manufacturers 
follow the same general painstaking, exact- 
ing methods. 

There are three factors that enter into 
the manufacture of a commercial feed 
which will produce economical results for 
the farmer and at the same time, build a 
desirable reputation for the firm. These 
three factors are the mill or factory in 
which the feed is manufactured, the labor- 
atories in which the ingredients are tested 
and the experimental or research farms 


where the feeds are actually proved under 
average feeding conditions. 

Let’s consider each of those factors sep- 
arately. Just what is the functions of the 
testing laboratories? 

They are the places of scientific research 
and experiment. Actually, they are di- 
vided into three diiferent departments, the 
chemical laboratory, the biological and ex- 
perimental laboratory. The chemical lab- 
oratory examines and analyzes each car- 
load of grains and other raw materials 
which make up the ingredients of a com- 
mercial feed. The purposes of this exam- 
ination is to determine the proteins, fats, 
fibres, and the quantities of minerals, 
starches, sugar, moisture and vitamins. 
Once we know the exact quantities of 
these various food elements we have to 


BIGGER CHICKS at & Weeks- 


BIGGER PROFITS, TOO! 


STOCK STERLING RATIONS NOW! 


OLD MAN CARD 
HELPS YOU SELL! 


Every week-day morning 
you'll find Clellan Card, the 
Northwest's ace comic, hard 
at work selling Northrup-King 
products. Be a Northrup-King 
dealer. Get the benefit of this 
standout promotion! 


Tune in WCCO —7 A.M. 


Chick season is profit season to the dealer 
stocked up on a line of feeds that has the 
ready acceptance of his customers! Take 
advantage of the name Northrup, King & 
Co., and the quality and dependability it 
means! Stock Northrup, King & Co.’s 
Sterling Chick Rations, famous for purity 
and high quality—made of the choicest, 
selected ingredients! Boost sales during 
chick season. Push the line that sells! 


NORTHRUP, KING & CO. 


Minneapolis 


Dependable 


Since 1884 Minnesota 


work with, we are able to build a formulg 
to accomplish definite results. The biologi- 
cal and experimental laboratories deter. 
mine the nutritional value of the various 
ingredients by actual feeding tests under 
controlled laboratory conditions. 

Can the man on the farm be sure he wil] 
get the same results in his feeds as those 
produced in the laboratory? 

In order to be doubly sure of this, most 
manufacturers go a step further. They 
test feeds under actual farm conditions, 
It's here that results count. Every feed has 
to stand on its own feet because accurate 
daily records are kept, results are checked 
and rechecked constantly so that we know 
without a question of a doubt just what the 
dollars and cents value of each feed is 
when fed on the average farm. 

How can a commercial feed mean more 
dollars and cents to farmers? That's prob- 
ably the easiest thing in the world to illus- 
trate. Let’s take just one of the hundreds 
of examples from actual experience. On a 
farm, where they kept some pretty close 
records to see where the money went, they 
found that 75 pounds of grain alone pro- 
duced an average of 59 spring eggs. They 
found that a mixture of 38 pounds of grain 
together with 37 pounds of economical 
laying mash produced 179 eggs. Let's fig- 
ure that out from a dollar and cents angle. 
Figuring grain at about 2¢ a pound, it cost 
$1.50 for feed for the hen laying 59 eggs. 
And figuring eggs at 2¢, the income was 
$1.18—or a loss of 32¢. For the other hen, 
the grain cost 76¢ and the mash at 3¢ a 
pound figured $1.11 or a total feeding cost 
of $1.87 against an egg income of $3.58, a 
profit of $1.71. 

I give this example about commercial 
poultry feed because practically every 
farm has a flock of hens that might easily 
be making more money for the owner. | 
could give you other, just as graphic ex- 
amples, of extra profits possible through 
the use of commercial feeds for hogs, cat- 
tle, sheep—any farm animal you want to 
mention. Of course, in addition to these 
types of feed, there are a great many 
other types of commercial feeds manufac? 
tured, among them being turkey feeds, 
duck feeds, rabbit feeds, dog foods, phea- 
sant and other live game bird feeds, even 
down to rat and mouse feeds which are 
used only in the large research labora- 
tories scattered throughout the country. 
Some of these feeds are specialized further 
by being manufactured in different forms, 
such as cubes, pullets, various degrees of 
cooking or kibbling, to meet every kind of 
feed requirement. 

Practically every commercial feed made 
by a manufacturer with complete labora- 
tory and research facilities contains ALL 
the necessary vitamins from A to E in- 
clusive. I'm sure every one is familiar with 
vitamins these days, with their tremendous 
importance in maintaining good health, 
their absolute necessity for all animal 
growth, well-being and high reproduction. 
We, in the commercial feed manufacturing 
business, have long been familiar with 
vitamins and much of the ground-work for 
the discovery of many of the now known 
vitamins was made by scientists in their 


(Continued on Page Fifty-one) 
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ONTINUING the general up- 

swing of the past few years, 

the total number of grain-con- 
suming animals on farms in the 
United States during 1940 was 3 
per cent larger than in 1939. The 
total inventory value was $4,921,- 
313,000, the largest since 1930, the 
United States department of agri- 
culture reports in its annual review. 

There were signs of a leveling 
off in the yearly increase of the last 
few years, however, as the 3 per 
cent gain in total numbers for 1940 
was less than half the 7.4 per cent 
gain of 1939 over 1938. 

According to the review, cattle 
and sheep showed considerable in- 
creases during the year. The total 
number of all cattle on Jan. 1 last 
was 71,666,000 head. This is 2,865,- 
000 head more than a year ago, an 
increase of 4 per cent over the pre- 
vious year and 7 per cent more than 
the ten year average of 1930-39. 

Milk cows and young milk stock 
fared well in the total increase, ac- 
counting for 777,000 while 2,088,000 
were beef cattle. The largest in- 
crease in beef cattle population was 
registered in the west north central 
states, although increases were also 
registered in almost all other states 
in the beef area. The average beef 
cow value of $43.42 was $2.82 high- 
er than the previous year. The total 
value of beef cattle—$3,111,925,000 
was higher by $318,459,000 than in 
1939. 

A 2 per cent increase in the num- 
ber of milk cows was shown, as 
well as 2 and 3 per cent increases 
respectively on yearling heifers 
kept for milk cows and heifer calves 
held for milk cows. Milk cows in 
1940 were valued at $60.86 per 
head as against $57.24 the previous 
year. 

Hogs declined during the year to 
52,983,000 which was a loss of 7,- 
224,000 over 1939. Even so, how- 
ever, this 1940 figure was about 4 
per cent higher than the ten year 
average of 1930-1939. Hogs were 
valued at $8.31 at the end of 1940 
as against $7.81 the previous year. 

Horses also continued to decline. 
The estimated number of horses, 
including colts on the nation’s farms 
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gain for third 
year in row 


at the first of the year was 10,364,- 
000 head, which is about a 2 per 
cent decrease over 1939. Colts 
under one year of age were also 
less. The value per head of horses 
was $68.21 which showed a shrink- 


“The greatest hammer- 
mill for general feed 
grinding that I have 7 
ever seen” writes one 
user. It delivers great- 
er capacity per h. p. 


than any competitive machine in the same h. p. range. 


All moving parts are perfectly balanced to give vibration- 
less operation. Many other outstanding features including 
one-minute screen change, Rasp-like cutting plate, Long- 
wearing patent beaters, Double row SKF bearings, one 
piece cast iron base, All-steel upper housing, Big capacity 


blower. 


age of $4.15 over 1939. Total value 
of the horses was $706,940,000. 


The chicken population was 
down 4 per cent from the 429,000,- 
000 record established in 1939. Pro- 
duction of turkeys was also down 
some 18 per cent, but higher prices 
made up for some of the decline in 
this classification. 

The stock sheep population ad- 
vanced about 2 per cent to 49,656,- 
000 head which together with the 
6,224,000 sheep and lambs on feed 


(Continued on Page Forty-seven) 


30-DAY TRIAL PLAN 


enables you to prove its greater profit-making performance 
in YOUR plant. Write at once for full information. 


A. E. JACOBSON MACHINE WORKS, Inc. 


1076 Tenth Ave. S. E. 


Grinders—Corn Cutters—Magnetic Separators—Feed Mixers 


Minneapolis, Minn. 


37 
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— rundown mill 
(Continued from Page Seventeen) 


with dairy feeds second and hog 
feeds third. 


“While we do not expect any 
quick results from advertising,’ says 
Mr. Dodd, “we use ads to boost civic 
endeavors. Our community is close- 
ly knit and civic spirit is high. Sev- 
eral civic publications are publish- 
ed each year and we take space in 
them all. While this is not a service 


to individuals, it is a service to our 
community and we are very happy 
to render any service that will bene- 
fit our neighborhood. It is a fine 
goodwill builder for us as customers 
feel like patronizing concerns that 
have a real interest in the com- 
munity.” 

Mr. Dodd furnishes the manufac- 
turer of his commercial brand with 
a mailing list of 300 names and the 
latter mails out literature to this list 
several times a year. While operat- 


Kellogg’s service in 
Soybean and Linseed 


Oil Meals is based on 
modern plants located 


(| KELLOGG’S O/d Process LINSEED MEAL 


conveniently to crops 
and markets. 


These feeds are produced with the finest mechanical equip- 
ment and carefully controlled by experienced, trained labora- 
tory staffs. Kellogg sales offices make it easier for you to main- 
tain contact with your source of supply. The name “Kellogg” 
stands for quality products and dependable, cooperative service. 


SPENCER KELLOGG AND SONS, INC. 


Sales Offices: Buffalo, Chicago, Decatur, Ill., Des Moines, 
Minneapolis, Los Angeles 
Mills: Buffalo, Chicago, Decatur, Ill., Des Moines, Minneapolis, 
Edgewater, N. J., Los Angeles 


ed as a promotional effort, it is in q 
sense a service to customers, many 
of whom become acquainted with 
the merits of the feeds through read- 
ing this printed matter. 

But little time is available for so. 
licitation on the farms. About the 
only time that can be given is dur- 
ing the bean-buying season. Farm- 
ers call in on the ‘phone for Mr. 
Dodd to go out and look at their 
beans. While there, he solicits feed 
business. 

Mr. Dodd belongs to the Michigan 
Bean Shippers association and feels 
that it has done a lot for elevator 
men. His membership has also 
been an aid in the feed end of the 
business. 

During the winter months, two 
men are employed in addition to a 
large number of bean pickers. Extra 
men are needed when unloading 
coal. Feeds and coal are delivered 
to customers with a 1¥2-ton truck 
and beans and grain for grinding 
are picked up on the farms. 


Sargent & Co. Holds 
Big Sales Meeting 


An annual spring sales meeting for deal- 
ers was held by Sargent & Co., Des Moines, 
Ia., on Febraury 24 at the Hotel Savery, 
with more than 250 Iowa dealers in at- 
tendance. A. E. Sargent, president of the 
company, presided at the meeting. 

Speakers included Dr. A. J. Pacini, spe- 
cialties division head and wheat germ au- 
thority, Archer-Daniels-Midland Co., Min- 
neapolis; Vernon Reece, sales manager, 
Vy-Lactos Laboratories, Des Moines, and 
C. Miller, research expert on livestock 
feeds. 

At the banquet, Tom Dyer, sales promo- 
tion manager, Sargent & Co., and J. S. 
Russell, farm editor, Des Moines Register 
& Tribune, were the speakers. There was 
also a floor show and movie. 

EGGS SURVIVE STORM 

Out of South Carolina comes an unusual 
story about a refrigerator and two dozens 
of eggs which survived the devasting hurri- 
cane last fall with little or no damage. 

Prior to the storm, a Charleston grocer 
had sold two dozen eggs in “Carry Safe” 
egg cartons, made by Self-Locking Carton 
Co., Chicago, to a resident of Folly Beach, 
a resort near Charleston. 

The purchaser had placed the two car- 
tons in the refrigerator in his cottage, and 
then the hurricane struck with terrific force. 
He stood helplessly by while his cottage, 
refrigerator and all, went tumbling end 
over end. After the storm had subsided, 
the householder began poking around in 
the debris left in its wake. He found 
his two dozen eggs still in the refrigerator 
and still in the cushioned egg cartons, and 
not one of the eggs was cracked or broken. 
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Wisconsin Fertilizer 
Sales Show Increase 


The largest volume of commercial fer- 
tilizer ever purchased by Wisconsin farm- 
ers in «ny one year, totalling 64,253 tons, 
was sold in this state in 1940, according to 
the state department of agriculture. 

This is an increase of about 51 per cent 
over the 42,623 tons sold in 1939, more than 
25 per cent over the previous all time 
high of 51,222 tons sold in 1930 and nearly 
300 per cent over the 16,311 tons sold in 
1933, according to W. B. Griem, senior 
chemist in charge of the department's feed 
and fertilizer section. 

The most popular analysis of complete 
mixed goods was again the 2-12-6 grade, 
accounting for 14,296 tons or 35 per cent 
of the tonnage in this classification. Next 
in popular demand were the 3-12-12 grade, 
which accounts for 24 per cent of the ton- 
nage in the mixed goods class; the 3-9-18 
and the 3-18-9 grades, each of which ac- 
counted for 9 per cent and the 3-14-6 
grade, which comprised 8 per cent. These 
five grades accounted for 85 per cent of 
the complete mixed goods. 

In the phosphate and potash mixtures 
the 8-20-10 grade, used chiefly for small 
grains, was most in demand. This grade 
accounted for 46 per cent of the phosphate 
and potash mixtures. 

The average plant food content of the 
fertilizer sold in Wisconsin was 26.11 per 
cent which was far above the national av- 
erage and the highest ever recorded in this 
state. 

A notable feature of the fertilizer sales 
for 1940 was the increase in the use of 
phosphates, which was chiefly due to the 
AAA conservation program in which 45 per 
cent superphosphate was distributed to 
individuals cooperating in the program. 
The tonnage of 45 percent superphosphate 
distributed in Wisconsin was 2,956 tons in 
1940 compared with only 151 tons the pre- 
ceding year. 

The volume of the well known—20 per 
cent superphosphate sold in Wisconsin was 
5,276 tons in 1940 compared with 3,332 
tons in 1939. 


MANY MILK COWS 

Wisconsin has the largest number of milk 
cows in the history of the state, according 
to the Wisconsin Department of agriculture. 
Of the 3,542,000 cattle on farms, 2,289,000 
are milk cows. Milk cow numbers have 
gradually increased since 1936 and 1937 
when there were 2,136,000 on Wisconsin 
farms. 

Hog numbers in the state have decreased 
about 4 per cent to 1,689,000 head. The 
number of chickens on Wisconsin farms is 
estimated at 16,361,000 birds which is 
about the same number as in 1939. 


& 


@ JOHN JOUNO, Stratton Grain Co., Mil- 
waukee, left late in February for a month's 
vacation in Florida. 

@ JOHN L. CRUEA, Crawfordsville, Ind., 
has been made manager of the White 


Farm Bureau Co-operative association, 
Chalmers, Ind. 
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OHIO 


C. H. Woodruff, Bellevue, was named 
manager of the Bellevue Farmers Grain Co. 
last month, succeeding the late William C. 
Keiner. 


Ohio Farm Bureau, Columbus, will con- 
struct a $400,000 feed mill at Reading. 
Monroeville Co-operative Grain Co., 
Monroeville, held its 21st annual meeting 
recently, distributing $9,107 to stockholders. 
National Alfalfa Co., Toledo has been 
incorporated by Elsor Heater, H. R. Black- 
stone, W. B. Comstock and P. C. Prentiss. 
John Luscombe, Southworth Grain Co., 
and Anthony J. Salak, Thomson & McKin- 


non, were admitted to the Toledo Board of 
Trade recently. 


Rebuilt With 


WISCONSIN 

Fred O. Iverson, 77, grain merchant at 
New Holstein for 43 years, died at his 
home Feb. 7. 

Durand Elevator, Durand, was destroyed 
by fire, with a loss of $15,000. 

Prie Olson Feed Store, Blair, recently in- 
stalled a new grinding mill and 100 h.p. 
engine. 

August Mittelstaedt, Princeton, re-opened 
the feed mill formerly operated by Ervin 
Breitenfeldt. 

@ HARRY STRATTON, president of the 
Stratton Grain Co., Milwaukee, and his 
son, John, are expected back in Milwau- 
kee about the middle of March after spend- 
ing a number of weeks in California. 


Speed 


When the Farmers Elevator Co., George, Iowa, had a 
disastrous fire, [bberson was called to build a modern and 


fast operating plant in the shortest possible time. 


The 


above, a combination elevator and cleaning plant, was built 


in short order for them. 


The elevator is fast operating and has 3 driveways for 
service to and from the plant and the customers are always 


under cover. 


Got A Problem? Ask Ibberson 


No charge or obligation for consultation. 


confidence. 


Write us in full 


Ask for our FREE book of IBBERSON-built Feed 


Mills, Grain Elevators and other buildings. 


Engineers 
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Fire, dust explosion, or other disaster .. . 
defect is almost always the cause. Our 
perienced, engineering service can “X 


...And 
dust control 
could have 
prevented it! 


X-ray” your plant 


and minimize the possibility of sudden death to your 
investment. 

Let us prove our ability to analyze your protection 
problem. We've devoted a life-time to fire prevention in 
the mill and elevator field. 


MILL MUTUAL FIRE PREVENTION BUREAU 


400 West Macison Street e¢ Chicago 


FOR SATISFACTORY RESULTS 
IN EVERY BRANCH OF 

THE GRAIN BUSINESS 

TRADE WITH 


INCORPORATED 


MINNEAPOLIS AND ALL 
PRINCIPAL TERMINAL MARKETS 


Special Attention Given To Barley 
And All Feed Grains Shipped To 


MILWAUKEE 


Read the Cargill Crop Bulletin 
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Highest Quality 


Prompt Service 


MORTON SALT COMPANY 
MILWAUKEE e WISCONSIN 


New .. . 20th Edition 


FEEDS and FEEDING 


By F. B. Morrison 


O person engaged in producing or 

handling feeds can afford to be 
without the 20th Edition of FEEDS 
AND FEEDING. It is the greatest and 
most practical compilation of information 
on livestock feeding and nutrition ever 
issued. The new edition has been com- 
pletely rewritten and contains nearly 300 
pages more than the old book, including 
an entirely new chapter on proteins, min- 
erals and vitamins. 


Get your copy of FEEDS AND FEEDING 
direct from The Feed Bag by mailing your 
check for $5.00. For $6.00 we will include a 
year’s subscription to The Feed Bag plus The 
Feed Bag Annual. You save a dollar. Order 
today. 


Che feed B 


Milwaukee, Wisconsin 


= 
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HE Pratteville Grain & Coal 

Co., Pratteville, Michigan has 

achieved an unbroken record 
of progress under a six-point man- 
agement program described below. 
In a little less than four years the 
company has built up a five vol- 
ume of feed sales. Out of the profits 
earned, new equipment and build- 
ings are valued at better than 
$15,000, according to Harold Geyer, 
present owner and manager. 


“Good equipment and plenty of 
it is the primary need in the feed 
business,’ Geyer said, and immed- 
iately after taking over this plant 
which had failed as a co-operative 
mill, they put in a new Blue Streak 
hammer mill, a new Baur crusher, 
Burton mixer, one new sheller and 
one extra corn cracker. This gives 
them two mixers, located side by 
side. “The advantage of this,” 
Geyer explained, “is that we can 
give the customers so much faster 
service and at the same time in- 
crease our own volume of mixing.” 


To round out this factor, the com- 
pany installed electric lights and 
motors, painted the building and 
erected a covered drive-in for un- 
loading grain. They also have an 
elevator with 10,000 bus. capacity of 
grain, and buy and sell about 30 
cars of grain per year. Coal sales 
are about the same. They have two 
warehouses for feed, salt and fer- 
tilizer, besides other storage space 
in the mill proper. 

Extra service is the next point in 
management that builds new trade, 
holds old customers and increases 
each customer's volume. “It would 
be my own fault,” Geyer explained, 
“if I let my territory fill up with pri- 
vate grinding equipment on farms. 
I don't blame any farmer for want- 
ing to save all he can, and so I 
have made it a point to explain to 
all of them that they need to feed 
scientifically for fastest growth, 
economy of grain and higher profits 
which our methods of mixing make 
possible for them. We are not both- 
ered with this sort of home competi- 
tion,” he said. 

When asked what he meant by 
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helps michigan dealer 
build from scratch 


extra service, Mr. Geyer explained 
that he goes to great lengths to 
make the farmers’ feeding sche- 
dules profitable, their flocks and 
herds healthy. First, he took a short 
training course in the Salsbury 
school, also in the University of 
Michigan and at Purdue to familiar- 
ize himself with the care and treat- 
ment of poultry and livestock. ‘We 
never hesitate to go out to the farms 
to see that poultry houses are prop- 
erly ventilated and kept sanitary, 
vaccinate chickens to keep flocks 
healthy, and even assist the farmer 
in worming poultry and hogs. The 
amount of time required to render 
this sincere service is negligible 
compared to the returns in business 
because farmers recognize its value 
and appreciate the need of our 
service in this capacity to promote 
their own profits. This plan has far 
reaching effects as a business build- 
er. 

Advertising plays another import- 
ant role in keeping customers lined 
up for repeat business. Mr. Geyer 
considers it an indispensable factor 
in his merchandising program, and 
he confines this schedule almost ex- 
exclusively to direct mail advertis- 
ing. The cost is negligible. He circu- 
larizes a selected list of 200 names 
of leading farmers in his area, and 
mails a sales or informative letter 
every month in the year. He uses a 
mimeograph, as this enables him 
to trace his sales ideas in large, 
easily-read letters, and also illus- 
trate his points in cartoon form. 
He does not use the rural box-hold- 
er method, but addresses each letter 
personally under the prospect's 
name. The cost of this monthly mail- 
ing under first class postage includ- 
ing paper and stencil is less than 
$6 and the time involved is only a 
couple of hours each month. A good 
duplicating machine costs from $30 
up, and will pay for itself many 
times over in increased volume of 
sales. 


Cash or credit is always a difficult 
problem to solve. It’s an old saying 
that nobody ever went broke selling 
for cash at a profit, and the com- 
pany adheres to a plan that can be 
classed as a cash basis. “We hold 
our terms to cash wherever pos- 
sible,” Geyer said, “but some good 
accounts do require some form of 
credit. We grant it, but insist that 
all invoices must be paid at the 
end of 30 days. No more credit 
given if customers do not comply 
with these terms. This method is 
satisfactory to nearly all of our cus- 
tomers, and also satisfactory to us.” 


This is not a difficult program to 
enforce. Once the farmers know 
your terms, that you must have cash 
on delivery or at least payment in 
30 days they will in the vast major- 
ity readily comply with your terms. 

Courtesy and Honesty are out- 
standing factors in building good 
will and are employed continuously 
in this organization. “Greet every 
customer with a friendly smile, ex- 
press in actions your appreciation 
of his business, your wish to see 
him get a profit from his purchases. 
Give him honest measure—put in 
every pound of grain that he brings 
to you, back in his grist. If he brings 
in 100 pounds of wheat, pay him 
for a full measure. That is our 
policy, and which inspires confi- 
dence that justifies them to deal 
with us.” 

This is exemplified in the fact that 
when he first started in here as 
a stranger in a new territory, about 
the only business to be had was 
among poultry men. Today, his 
trade extends to hog feeders, dairy- 
men and all other livestock raisers 
in the community. 

Mr. Geyer, a young man was 
superintendent in a large milling 
company before taking over the 
Prattville Grain & Coal Co. with a 
partner in April, 1937. Mr. Geyer 


(Continued on Page Fifty) 
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Building 


N OT long ago a feed mill owner came 

to me with this question: “I am build- 
ing a bin that will be seven feet off the 
floor and it will hold five tons of grain. I 
want to hold it up with a pipe and would 
like to know what size of pipe to use. Will 
a 2” pipe be strong enough?” 

I figured it out for him and found that a 
2" pipe would not be strong enough, 
whereas a 242" pipe would be strong 
enough. 

Inasmuch as ordinary standard pipes 
often come in handy for use as columns or 
struts in grain and feed mills, and for use 
as “push members” in transmitting forces, 
it occurs to me that many readers would 
like to know how to figure problems of this 
kind themselves. A pipe chosen entirely 
by “guess” may prove to be dangerous due 
to a too small diameter. A pipe that is 
too small may fail and be the cause of 
disaster. 

As a result I have developed the follow- 
ing simple rules and tables which makes it 
possible for any feed mill man to work out 
such a problem himself. Just follow the 
directions in order—l, 2, 3, and 4—and 
that’s all there is to it:— 

1. Knowing the load that is to be car- 
ried and the length of pipe needed, make 
a “guess”, as to the size of pipe. Column 
A in the tables will help in making the 
guess as it gives the maximum length of 
pipe that may be used. Thus, never use a 
Ye" pipe, as an important column, longer 
than 14.5". Never use a 3” pipe, as an im- 
portant column, longer than 139”. Etc. 

2. Multiply the length of the pipe in 
inches by the corresponding figure in 
column B of the table. This product should 
never be greater than 12,000. If it is great- 
er than 12,000 it means that you have 
guessed a pipe that is too small. After 
getting the right size, proceed as follows: 

3. Subtract the product from 19,000. If 
the difference is equal to or less than 13,000 
use it, in (4). If the difference is more than 
13,000 use 13,000 in (4). 

4. Multiply by the figure in Column C, 
corresponding with the pipe size. 

The result is the number of lbs. that the 
pipe will carry as a column, strut, or “push 
member”. If the result is less than the load 
to be carried, try again, using the next 
larger pipe size, and so on until the proper 
and most economical size is selected. 


@ AUDRA ELLIOTT has succeeded J. E. 
Foster as manager of the Farmers Elevator 
Co., Greenfield, Ia. Mr. Foster has gone 
into the auto accessory business. 
@ FARMERS Elevator Co., Slifer, Ia. has 
made extensive improvements to its build- 
ings and installed some new machinery. 
@ AVERY ELEVATOR, Avery, Ind. was 
destroyed by fire last month. C. R. Paul is 
the owner. 
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to keep in mind on 
feed mill bin work 


Column A 
Size of Pipes Maximum Length 
Inches Inches 
Vg 14.5 
19.4 
2. 
Y2 31.3 
40. 
1 50.6 
1 % 64.7 
75. 
2 94.7 
2 Ye 114 
3 139 
3 Ye 161. 
4 181. 
4 202. 
5 226. 


Column B Column C 
826.4 0.07 
617.3 0.12 
480.3 0.17 
383.1 0.25 
300.3 0.33 
237.5 0.50 
185.5 0.67 
160.5 0.80 
126.9 1.07 
105.3 1.71 

86.21 2.24 
74.63 2.68 
66.23 3.18 
59.52 3.68 
53.19 4.32 


For example, the feed mill owner already 
mentioned wanted to support a load of 
10,000 lb. at a height of 84”. What size of 
pipe should be used? Following the above 
rules, we do this: 

1. “Guessing” the size of pipe, column 
A, shows that 84” falls between 11/2 and 2” 
pipe. We will therefore try a 2” pipe. 

2. 84x126.9 —10,650. This is less than 
12,000 and we will therefore continue. 

3. 19,000 — 10,650 = 8350. This is less 
than 13,000 and we may therefore use it 
in (4). If the difference were 18,350, we 
would have to use 13,000 in (4). 

4. 8350 & 1.07 = 8950 lb. 

Since 8950 lb. is less than 10,000 lb. a 2” 
pipe is too small. We will therefore re- 
calculate, this time trying a 22" pipe. 

2. 84 X 105.3 = 8850 

3. 19,000 — 8850 = 10,150 

4. 10,150 1.71 = 17,370 Ib. 

This shows that a 2/2" pipe will be am- 
ply safe to hold up 10,000 lb. It shows 
that a 2%" pipe is capable of holding al- 
most twice as much as a 2” pipe at a 
height of 84”. The small difference in pipes 
sizes and ths great difference in’ strength 
indicates the necessity of careful computa- 


tion and the danger involved in guesswork. 


IOWA 

John Struve, 80, Clinton, pioneer grain 
elevator operator, died at his home Feb. 8. 

Kemp Feed Store, Sigourney, installed 
seven new incubators last month and re- 
modeled its hatching room. 

J. Roach & Sons, ‘Inc., suffered a $35,000 
loss recently when its elevator and mill 
were burned. Work on new buildings was 
started last month. 

Farmer's Elevator & Exchange, Wapello, 
elected Guy Jamison as president for 1941. 
C. J. Ruetinger will serve as secretary and 
treasurer. 


Springtime Festival 
To Boost Egg Sales 


Throughout the nation from March 6 to 
May 1, the poultry industry will feature a 
Springtime Egg Festival along the lines of 
the one put on last year which received 
so much favorable publicity. 


Producer co-operation in this nation-wide 
event is assured through the National Poul- 
try Producers federation which includes 
the majority of the national poultry pro- 
ducer organizations. National food distribu- 
tor groups are also co-operating to bring 
before the people of the nation the advan- 
tages of using many eggs in the daily diet, 
especially at this time of the year when an 
abundance of this good food is available 
at unusually low prices. 


Secretary Reese Hicks of the Internation- 
al Baby Chick Association, which first 
sponsored the event, points out that the 
object of the festival is two-fold. First, to 
aid in removing surplus eggs from the 
market, and thus help egg producers; sec- 
ond, to call attention to the high nutritional 
value and low cost of spring eggs in the 
diet of city folks and industrial workers. 

Attractive colored posters are being dis- 
tributed to interested persons which boost 
the Springtime Egg Festival. These posters 
have good selling copy lines such as “Eat 
more eggs for better living,” “Take home 
an extra dozen,” Eggs are a big food 
value,” “Eggs are Rich in vitamins and 
minerals.” 


@ C. J. La FLEUR, Kasco Mills, Inc., Wav- 
erly, N. Y., recently resigned as chairman 
of the Waverly water board. He had 
served for seven years and had been 
chairman for two. 
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In YOU 


Effective Ad 


Capitalizing on the appeal of a classified ad, one feed dealer 
we know published an advertisement as follows: “WANTED: 
Farmers who are interested in making more money, to feed their 
poultry and livestock our quality, high-producing feed, and to 
receive free of charge our tested feeding recommendations. Apply 
Blank Feed Store, Blankville.” This is a type of advertisement 
that any dealer can use, either in the classified or display sec- 
tions of his local newspaper. Such copy will attract attention. 


Chick Promotion 

The spring chick season offers a wonderful opportunity to feed 
dealers everywhere, to increase sales and profit, but a good 
chick selling program lays the groundwork for future prosperous 
years. When poultry raisers buy chicks, they are psychologically 
ready to make a new start, that is, they feel as if they want to 
raise these chicks better than they have ever raised chicks in 
the past, achieve better records, and make more money. The 
progressive dealer has the responsibility of following through on 
his chick sales by helping farmers get the chicks off to a good 
start. This can be done by selling quality chicks, feeds and 
supplies, distributing instructions on how to care for chicks and 


how to prevent disease. Finally, dealers can visit all purchasers 
of chicks to see if owners are following the best approved prac- 


FEED STORE 


tices in raising chicks. This kind of service policy will enlarge _ 


and strengthen his service contacts. 


Sell More Goods 


A large mail order house, which also operates retail stores, 
is said to be spending $250,000 a year in sales training in the 
belief that “salesmanship is still in the deep dark ages of an- 
tiquity”. The director of sales training for the company says 
that most production and distribution problems have been solved 
at least partially, but that the surface has hardly been scratched 
in educating retail salespeople. This same man says that every 
retail salesperson should “smile if it kills you’. Feed dealers can 
profit from this advice by devoting more attention to selling this 
year, because trade always goes where it is invited. 


Parking Serwi 
me 

Many farmers are chary about parking their cars on the main 
straet of any town because they fear they may get a parking 
ticket while they are in some store shopping. And this nervous- 
ness restricts the time a farmer spends in town and consequently 
he and his family buy less. One small farm publication, with 
the cooperation of merchants, prints free parking coupons which 
farmers clip and paste on the windshields of their cars. Then 
they can park as long as they want at free parking lots when 


they come to town. The campaign has created much good will 
and resulted in more rural business for certain towns. 


Bessie On Dé 
Un 

To show the public the kind of feed its dairy cows eat, how 
well they are cared for, etc., a dairy organization in the Middle 
West put a fine Guernsey cow on display in one of the main 
windows of a large downtown department store. A milkmaid 
was on hand to milk the cow at appointed hours and this drew 
tremendous crowds. The cow was a fine specimen; was kept 
scrupulously clean. People enjoyed watching the cow eat as 
well as being milked. 
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Proven superiority in the 
field has made Olds’ Old 
Gold Seeds favorites with 
your customer, the farmer, 
for over 53 years. Feature 
Olds’ Wisconsin Certified 
Hybrid Corn, Wisconsin 
Pedigreed Grains, Hardy 
Verified Origin Alfalfa, 
Northern Grown Clover 
Seed. 


53 years of quality and full dealer 
cooperation 


L. L. OLDS SEED CO. 


DEPT. 24 MADISON, WIS. 


FEED MIXERS 


that increase profits, cut costs 


SIDNEY MIXERS are noted 
for mixing feed faster and 
better .. . with greater profit. 
They're low in first cost and 
economical to operate. Sid- 
ney Mixers are running quiet- 
ly in countless mills all over 
the country, giving depend- 
able, trouble-free service. 
They'll make and save you 
money at the same time! 


Manufacturers of: 


Corn Crackers and Graders 
Grain and Seed Cleaners 
Electric Truck Hoists 

Ear Corn Crushers 

Corn Shellers 
Feed Mixers 
Elevators, etc. 


Write today for complete details 
on machinery you need in your 
mill—no obligation! 


THE GRAIN MACHINERY C0. 


“Manufacturers for over 75 years” @ SIDNEY, OHIO 
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R. A. GERIG, manager of the 
Auburn Hatchery, Auburn, Ind., 
sells much feed in addition to 
chicks, and hundreds of farmers 
in this area: patronize the firm. 
Gerig has a sheltered loading 
platform so farmers can get 
their feed in any kind of weath- 
er. Chick and feed sales have 
a mutual bolstering effect on 
gross volume, says Gerig, who 
knows how to tie in service wo:k 
with his feed and chick store 
operations so as to satisfy his 
many customers. 


Are 


so they will grow is 
motto of indiana man 


ELLING chick feed is one of 
S the most important factors in 
the hatchery business accord- 
ing to R. A. Gerig, proprietor of the 
Auburn Hatchery, Auburn, Ind. 
“Ever since we opened our hatch- 
ery here 22 years ago, the sale of 
chick feed has played an important 
part in our program. We have 
pushed the sale of starter, grower 
and laying mash first, because the 
profits are essential in the business, 
and secondly because it is the best 
assurance our customers have that 
they in turn can earn a profit rais- 
ing poultry,” Mr. Gerig explained. 
The company has employed sev- 
eral methods of building up their 
feed sales, such as seasonable 
newspaper advertising and calling 
on farmers, but the old standbys 
are, direct mail advertising and an 
unstinted program of telling cus- 
tomers old and new how very im- 
portant it is to feed scientifically 
whenever the opportunity arises. 
And that is mostly when they pur- 
chase their season's chick require- 
ments. This is often followed up 
constructively from time to time as 
they come in for other supplies, 
such as remedies, feeders, drinking 
fountains or other major equipment. 
The direct mail campaigns are 
planned well in advance, and are 
as simple to handle as they are 
effective in selling merchandise. 
The first major mailing is an eight- 
page folder printed in two colors 
on fine quality of heavy-coated 
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stock suitable for reproducing pho- 
tographs of blooded stock, poultry 
houses, etcetera. Mr. Gerig dele- 
gates the details of this annual cat- 
alog to an advertising agency, then 
mails them out to box-holder lists 
on rural routes in his trading area 
prior to the hatching season. Chick 
orders are obtained from new and 
repeat customers almost exclusively 
from these mailings. 

Then he follows up his customer 
and prospect list with one-page 
sales letters urging them to use the 
company’s service and feeds for 
every seasonable need. “From Jan- 
uary to October we make it a point 
to send out at least one letter or 
post card each month, and in the 
busier season twice a month. This 
keeps them thinking about the 
profits they can earn from their 
flocks when they use our feeds un- 
der our experimental guidance for 
best results,” Mr. Gerig explained. 

To facilitate the handling of these 
campaigns in the most personalized 
manner possible in the most effec- 
tive way and at the lowest cost, the 
company purchased a new mimeo- 
graph and post card printer, paying 
only $36.00 for the mimeograph. 
He can run off about 1,000 copies 
per hour on this machine, as it has 
automatic feed, and it costs only 
20 cents for a stencil, and about 


$1.15 for 1,000 sheets of paper. Cir- 
culars are mailed under postage 
permit under rural box holders’ 
plan, easily arranged for at the 
post office. “Over 85 per cent of our 
feed sales come in as a result of 
these reminders,” Mr. Gerig de- 
clared. 

“There is no necessity whatso- 
ever,” says Mr. Gerig, “to get out 
fancy hifalutin’ sales letters in these 
follow ups. Just give ‘em informa- 
tion they want about your feed, 
remedies, service and equipment, 
where they can get it and what it 
will do for them in raising their 
profits. It is important however, to 
open your letters with a good dis- 
play line or illustration, and nothing 
is so easy and economical as well 
as effective as the cartoon of a 
chick or other live stock at the top 
of letter head combined with some 
catchy phrase in large type that 
will appeal to the reader and in- 
duce him or her to read on. With 
your stencil tracer you can draw 
any number of attractive pictures 
at top of or center of letter. Large 
letters can be traced in the same 
way. The mimeograph and stencil 
paper make a wide number of de- 
signs possible, and limited only to 
your own imagination or fancy. 
You need not be an artist to do 
these things—just trace your de- 
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signs over any picture or drawing 
that strikes your fancy.” 

These factors, combined with the 
installation of a complete feed 
grinding and mixing equipment 
have been responsible for doubling 
the company’s feed business since 
1939 when this equipment was put 
in, consisting of one Kelly-Duplex 
sheller, a one-ton Sidney mixer and 
a 13 inch Papec mill, operated by a 
30 H. P. motor. A new building 24 x 
40 ft. was erected to accommodate 
this addition to the company’s en- 
terprise. 

The Building is one-story but has 
a basement. Grain is dumped out- 
side and conveyed to sheller, then 
elevated to main floor cobs and all 
for cow feed or shelled separately 
with cobs diverted outside. The 
company makes its own brand of 
feed for local customers and has 
built up a very flourishing volume 
through these facilities and the ad- 
vertising methods above mentioned. 
In addition, an increasing volume 
of custom grinding has been estab- 
lished, and then the company han- 
dles two other brands of well known 
nationally advertised feeds. With 
these three lines of feed, the com- 
pany can supply exactly what cus- 
tomers want, and no high pressure 
methods are employed to change 
customers over from the advertised 
to their own brands. 

If you ask Mr. Gerig why he in- 
stalled the feed grinding equip- 
ment, he will tell you that competi- 
tive conditions demanded a wider 
plan of diversification. “We found 
it increasingly difficult to maintain a 
steady volume of profitable busi- 
ness throughout the entire year with 
the hatchery business alone, even 
including the feed and remedy busi- 
ness that could be developed with 
it. The outlets have certain limits, 
and it has proved the best invest- 
ment we ever made. The feed 
grinding business helps the hatch- 
ery business, the latter helps the 
feed grinding volume. With this 
equipment, we can now cater to 
every farm need — poultry, hogs, 
beef cattle and dairy herds, thus 
our business has doubled in feed 
sales since we installed this equip- 
ment in 1939.” 

With the rapid extension of rural 
electric lines, electric brooders are 
quickly superceding all other types 
of brooders. This is a profitable 
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item and the company displays sev- 
eral models on the floor at all sea- 
sonable periods in the year. Sales 
are increasing with each passing 
year. This also means that electric 
water heaters for herds and flocks 
will sell increasingly, as the farmer 
comes to learn their advantages, 
and finds that the more labor-sav- 
ing and profit-making appliances 
he uses on the premises, the lower 
his power rates are. 

The Auburn Hatchery employs 4 
incubators, 60,000 capacity. Besides 
these machines, a 6,000 capacity 


brooder is used for raising chicks to 
one and two weeks, for the increas- 
ing demand among growers for 
older chicks. 

Mr. Gerig employs two men be- 
sides himself. They operate a farm 
eight miles south of town, where 500 
pure bred white leghorns are kept 
for summer layers and winter 
breeding stock. The company sells 
chicks only to flock owners and 
does no custom hatching, as a mat- 
ter of maintaining a high order of 
stock and to insure them against 
disease. 


discharging. 


mended spacing of “NU-HY’s” 


on the market today. 


Write for Capacity 
Analysis Form No. 
76, which will enable 
us to make guaran- 
teed increases in 
your elevator legs. 


THIS BUCKET CONVERTS PICK- 
UP IMPACTS INTO SMOOTH- 
FLOWING Pulsations! 


HE “NU-HY” Grain Bucket is truly a scien- 
tific answer to bucket elevator problems. 
Top of ends are especially designed to “cush- 
ion” loading action, to retain entire contents 
without premature spillage, and to prevent 
spreading of stock to sides of head when 


Final stage of efficiency is realized when closer recom- 
is adopted. The 
destructive impacts of wide spacing become smooth- 
flowing pulsations, and you protect, not only material 
that is being handled, but the equipment too. 


These distinctive features of advantage combined with 
the heavy construction and rugged, balanced weight, 
make the ““NU-HY” the most efficient elevator bucket 


SCREW CONVEVORS 
TRADE MARK REG. 


Patent 
Pending 


CRAIN BUCK 


If your elevator leg is not producing 
the results you seek—the answer is 
INSTALL “NU-HY’s”. No casing 
or belt alterations are necessary. 
Merely replace your old buckets and 
space them according to our studied 
recommendations. 


Screw Conveyor Corporation 


719 HOFFMAN ST. 


HAMMOND, IND. 


U.S. PAT. OFFICE ; 


41% Protein 
Guaranteed 


... Starting and Broiler Rations containing 


CORN GLUTEN MEAL 


will be in demand this Spring more than 
ever before. The value of Corn Gluten Meal 
to such rations, by reason of its Vitamin A 
potency and the factor for producing yellow 
skin color, is well known to feeders and will 
be made. better known by our farm paper 
advertising. Meet this intelligent demand by 
including Diamond Corn Gluten Meal in your 
full line of poultry and turkey feeds. 


CORN PRODUCTS SALES CO. 
NEW YORK 


DIAMOND CORN GLUTEN MEAL 


— CHICAGO — KANSAS CITY 
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— demonstrate 


(Continued from Page Eighteen) 


fore the seed is sold it is run through 
another cleaner recently installed in 
the mill building. This machine 
costing around $2,500 is the last 
word in modern efficiency, remov- 
ing all sorrel and buckhorn seed, 
thus affording a clean product. It is 
also tested for germination in our 
seed analysis department. 

On the second floor, opposite this 
cleaner are two bins of 500 bushel 
capacity each to store this seed as 
it comes from the cleaning process. 
This method not only affords the 
quality which every farmer wants, 
but it demonstrates convincingly, 
which makes selling easy at top 
prices commensurate with true 
value.” 

Besides the usual and indispens- 
able equipment for custom grind- 
ing shelling and mixing, molasses 
processer, etc., the company install- 
ed other devices which not only 
cut costs by saving labor, but also 
impress customers, which you might 
readily classify purely as demon- 
strations to further sales. One of 


these is a bag closing machine. 
Another is a bag cleaner which 
blows the bags wrong side out 
quickly. A moisture tester which 
takes the “guess” out of buying 
grain. This convinces customers 
without argument that their grain 
tests are accurate, and they accept 
it as such. Still another machine 
to test soil aids greatly in selling 
fertilizer, as these tests show prop- 
erly which ingredients are neces- 
sary to enrich the fields. 

A big labor and time saver which 
farmers like, is the electric hoist for 
dumping grain into pit for shelling, 
grinding or mixing. These products 
can then be bagged, or delivered 
back in customers trucks in bulk as 
preferred. Merchandising their serv- 
ice, their products and their equip- 
ment, combined with physical dem- 
onstrations in a natural manner— 
these are the factors which have 
established and sustained this pros- 
perous, growing organization in the 
Indiana corn belt. 

Supplementary to these personal 
contacts and plant demonstrations, 
the company issues excellent quali- 
ty advertising cards. Printed on 
light, but tough card board stock, 


they not only feature all of the 
company’s products and service, 
but also include valuable informa- 
tion which the farmers can use to 
their advantage. These cards are 
about 10 x 10 inches in size, and 
are heavy enough to be tacked on 
the walls in conspicuous places for 
reference. These are issued in 3 
series—1 on egg production, | on 
dairy products, the other on hogs. 
No. 1 is entitled “ways and means 
to fill the egg basket. No. 2 “The 
problem—filling the milk pail. No. 
3, “the job of turning grain into 
pork profitably.’ These folders can 
be mailed to prospects, or distribu- 
ted from farmer to farmer during 


the salesmen’s calls. 
IOWA FEED MEETING 

Dr. Herman Nagel, Herman Nagel, Inc., 
Chicago, Ill., was the principal speaker at 
a recent meeting of the sales force of the 
Iowa Feed Co., Des Moines, I. The session 
was held at the Fort Des Moines hotel, Des 
Moines. 

C. M. Stormes, manager of the Iowa 
Feed Co., presided at the session which 
featured an interesting discussion of min- 
erals in relation to feeds. Hugh Kelley, 
Kelley Feeds, Inc., Des Moines, also spoke. 
@ LaHARPE Feed Store, LaHarppe. IIl., 
recently purchased a new building. 


poultry FEED users. 


Sells quickly 


Reliable National Distributor 
Outstanding Leader In His Field 
has Unusual Opportunity for 
Two Old Timers 


With steady employment records and 
sound following among large and small 


New Nationally-Advertised 
Equipment Specialty 


APPROVED BY OUTSTANDING 

USERS RATED FROM AAAI ON 

DOWN TO 100-A-WEEK -BROILER 
PLANTS 


All replies held strictly confidential — 
Your present employer will not be con- 
tacted — Give complete information in 
first letter — Our sales force knows of 
this ad. 


BOX 341—THE FEED BAG 


RESTORE HEALTH- 
KEEP HEALTH! 


EXCELSIOR SPRINGS 


Miss oueRii 
The famous waters of this great spa are used for 
toning up tired nerves and bodies- and tr 
of arthritis, rheumatism etc. All sports and recrea- 
tions. Keep fit in this delightful spring climate 


Write for descriptive literature 
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— livestock 
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sends the sheep total up to 55,880,- 
000 head. The average per head 
value of sheep was $6.72 which 
compares with $6.30 the previous 
year. Total sheep value was $375,- 
631,000. 

It might appear from the above 


report that livestock numbers should 
show a further increase in 1941. 
However, this is not likely to be true 
for an increased demand for food- 
stuffs, including meats, will make it 
impossible for many farmers to re- 
tain as much livestock for breeding 
purposes in face of the temptation 
of rising prices and the consequent 
urge to sell. 


PILOT 


OYSTER SHELL 
FOR POULTRY 


New Rochelle, N. Y. 


ANECESSITY 


For twenty-odd years Pilot Brand Oyster Shell 
sales have steadily grown to complete leader- 
ship because users are satisfied with it and con- 
tinue to demand it and recommend it to others. 


If you are one of the few dealers who do not carry 
Pilot Brand, order from your jobber today, or write us. 


OYSTER SHELL PRODUCTS CORPORATION 
London, Eng. 


Progressive dealers 
everywhere carry Pilot 
Brand in stock with the 
same confidence in 
steady sales as a gro- 
ceryman who carries 
salt or a hardware store 
which carries nails. 


Wherever there is a 
small flock of poultry 
on any farm, or a com- 
mercial poultryman, 
Pilot Brand Oyster Shell 
is needed. 


St. Louis, Mo. 


‘VITAND- 400’ 
Peak Quality 


Vitamin A & D Oil 
400 D—AOAC 
per Gram 


2000 A—USP 
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Boonton, N. J. 


Irs hard for a 
chick to keep on its toes 
when it is suffering from a 
Vitamin G deficiency. But 
it’s not hard to prevent this 
sad state of affairs, for it has 
been found that Produlac 
Dried properly mixed in 
mashes brings to the chick 
Vitamin G or Riboflavin. 
Other essential Vitamins to- 
gether with nutritional fac- 
tors have made Produlac 
Dried the answer to feed 
mixers’ prayers. Of import- 
ance too is the fact that 
Produlac Dried is inexpen- 
sive to mix. Independently 
conducted tests have shown 
that it may actually replace 
other more expensive ingre- 
dients in starting and laying 
mashes with equally satisfac- 
tory results. Try it as a re- 
placement for dried skim 
milk. In trials it has success- 
fully replaced up to 100% 
of this component. Try 
Produlac Dried today. 


FEED DEALERS: Send 
for a supply of new Pro- 
dulac Dried folders NOW 
to Dept. B, Grain Products 
Division, National Distill- 
ers Products Corporation, 
120 Broadway, New York. , 


CORN ISTILLERS GRAINS WITH SOLUBLES 
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Greeti 


HE blustery winds of March not only 

mark the birthday month of many feed 
personages but they also usher in a new 
policy for The Feed Bag Happy Birthday 
department. 

This section of our magazine has prov- 
ed very popular and we have received 
numerous requests that we publish the 
birthday list of the following month in- 
stead of the current month so that more 
people may have the opportunity of re- 
membering birthdays. Thus it is that we 
double up this issue and publish birthday 
dates for both March and April. In our 
April issue we shall publish the birthday 
list for May. 

As a result of this policy, many feed 
men who celebrate birthdays should re- 
ceive additional greetings and perhaps 
presents from friends and relatives. 

E. C. Christel of Spencer Kellogg & 
Sons, Inc., Minneapolis, heads our list 
this month. He was born on March 1, the 
day everyone awaits to see if March 
comes in like a lion, for then it will go 
out like a lamb and it will be an early 
and lovely Spring. J. J. Wickens, Specialty 
Feed Products Co., Plymouth, Mich., also 
timed his arrival early in March. He was 
born on the 2nd of March. 

Carl G. Orsinger, co-partner in the 
Waterloo Mills Co., Waterloo, Ia. cele- 
brates his birthday March 3. He came 
from a family of bakers, learned the bak- 
ing trade, was subsequently flour sales- 
man and sales manager. He entered the 
flour and feed jobbing business in 1924. 
His hobbies are traveling, fishing and 
golf. 

Other feed personages who were born 
in March include, Joe Sinaiko, Iowa Mill- 
ing Co., Cedar Rapids, March 4; Charles 
G. Hooker, Northern Milling Co., Wausau, 
Wis., March 5; S. E. Geasey, Campbell- 
Sanford Advertising Agency. Chicago, 
and D. G. Miller, Miller Chemical Co., 
Omaha, both on March 7. 

On March 9 were born Les Brown, Na- 
tional Oil Products Co., Harrison, N. J., 
and Fred H. Chase. sales engineer, Strong- 
Scott Mfg. Co., Minneapolis. Mr. Chases’ 
hobbies are fast outboard motors, fishing 
and vacationing at a cabin on the Cana- 
dian border with his wife and 12 year 
old son. 

William Chapman, Midland Hay & Feed 
Co., Minneapolis, W. J. Borst, Jr.. Wm. 
Borst & Son, Brooklyn, E. H. Sather, 
Doughboy Mills, Inc., New Richmond, 
Wis.. and C. L. Struven, president, Chas. 
M. Struven Co., Baltimore, all celebrate 
their birthdays on March 13 and all swear 
that 13 is not an unlucky number. 

L. B. Stuart, treasurer, Purina Mills, St. 
Louis, Mo., receives birthday congratula- 
tions on March 14; Floyd Wilson, Denver 
Alfalfa Milling & Products Co., Lamar, 
Colo., who was with the U. S. army in the 
Phillipines in 1898, celebrates his birth- 
day on good old St. Patrick’s Day, March 


schedule moved ahead one 
month with this issue 


17, as does Carl B. Melander, sales man- 
ager, Corona chemical division, Pitts- 
burgh Plate Glass Co., Milwaukee. 


George Barrett, sales manager, animal 
byproducts division, Darling & Co., Chi- 
cago. March 18; C. W. Devers, sales sup- 
ervisor, western division, Produlac divi- 
sion, National Distillers Products Corp., 
New York, March 21; 
Ted Brasch, former 
secretary, Pacific 
Northwest Grain 
Dealers association, 
Inc., Spokane, 
Wash., March 22; 
Stanley L. DeSmidt, 
Penick & Ford, Inc., 
and C. W. Sievert, 
American Dry Milk 
Institute, Inc., Chi- 
cago, March 24. 

John Stuart, 
president, Reliance 
Feed Co., Minneapolis, and Ernest V. 
Madison, Ernest V. Madison Advertising, 
New York, March 25; Harry Franke, Franke 
Grain Co., Milwaukee and A. E. Bush, 
Froedtert Grain & Malting Co., Milwaukee, 
March, 26; Chas. S. Clark, publisher, Grain 
& Feed Journals, 
Chicago, and Joe S. 
Morris, manager, 
Hardeman-King Co., 
Amarillo, Texas, 
March 27; Walter 
Haertel, Minnea- 
polis, and W. A. Hot- 
tensen, W. M. Bell 
Co., Milwaukee, 
March 28. 

April is the month 
of showers, April . 
Fools Day, as well as SEARLE MOWAT 
Easter. Many feed 
men will take time off to celebrate their 
birthdays. R. A. Hoyt, president, Tennant 
& Hoyt Co., Lake City, Minn., and George 
Sroda, Frank Sroda & Sons Co., Amherst 
Jct., Wis. make no bones about their birth- 
days being on April 1, but they are usual- 
ly alert when opening their presents to 
spot those April Fools’ jokes.-. 

Going down the calendar in April, W. 
I. Sargent, vice president in charge of 
sales of Sargent & Co., Des Moines, and 
also president of Vy-Lactos Laboratories, 
Inc., Des Moines, celebrates his birthday 


HARRY FRANKE 


on April 2, as does J. H. Murphy, presi- 
dent, Murphy Products Co., Burlington, 
Wis. and William Moll, Franke Grain Co., 
Milwaukee. 

Other feed industry folks who rate con- 
gratulations in April from their many 
friends include H. G. Bos, general sales 
manager, Dr. Salsbury’s Laboratories, 
Charles City, Ia., April 4; D. A. Lewis, 
National Distillers Products Co., New York, 
April 5; Herbert K. Clofine, president 
Herbert K. Clofine, Philadelphia, a minia- 
ture camera enthusiast, April 6; Gerald L. 
Stutz, Kellogg Sales Co., Battle Creek, 
Mich., April 7; J. A. Krimm, vice president 
and sales manager, Robinson Mfg. Co., 
Muncy, Pa., April 9. 

W. D. Walker, vice president, Arcady 
Farms Milling Co., Chicago, and T. F. 
Brubaker, Highland Park Feed & Supply 
Co., Des Moines, Ia., April 13; Carl Marks, 
Feed Supplies, Inc., Milwaukee, and 
Searle Mowat, president, Larrowe Milling 
Co., Detroit, April 14; K. McLatchey, Amer- 
ican Dairy, Inc., Kansas City, Mo., April, 
15; Roy Lochhead, president, Pecos Valley 
Alfalfa Mill Co., Chandler, Arizona, and 
Rudy Opsal, National By-Products Co., 
Des Moines, Ia., A. L. Stanchfield, man- 
ager, A. L. Stanchfield & Co., Minnea- 
polis, April 16. 

J. E. Nelson, Armour & Co., Chi- 
cago, April 17; Ray H. Kaercher, Globe 
Milling Co., Watertown, April 19; W. W. 
Cummings, secretary-treasurer, Ohio 
Grain Mill & Feed Dealers association, 
Columbus, O., April 20; Philip Orth, Jr., 
president, Ph. Orth Co., Milwaukee, April 
25; Robert Newsome, Newsome Commis- 
sion Co., Minneapolis, April 26; C. E. Mc- 
Cartney, Ralston Purina Co., Minneapolis, 
April 28; Howard Jacobson, A. E. Jacobson 
Machine Works, Minneapolis, and M. M. . 
Nowak, president, Nowak Mills, Inc., Chi- 
cago, April 29; Wayne Fish, Wayne Fish 
& Co., Minneapolis, J. M. Piper, Piper 
Grain & Milling Co., Cedar Rapids, Ia., 
and Josef Mueller, Kurth Malting Co., 
April 30. 


@ DONNELLSON Grain & Supply Co., Hills- 

boro, Ill. was granted a state charter last 

month to deal in hay, feed and grain. 


@ EASTERN States Farmers Exchange, 
held its annual meeting at Springfield, 
Mass. last month. Farmers from nine east- 
ern states were present. 


@ YANTIC Grain & Produce Co., Norwich, 
Conn., has opened a branch store at 
Thompsonville, under the name of the 
Thompsonville Big Y Feed Co. 
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fectly with such a long range chick 
campaign. 

The care of the young flock and 
the prevention of disease to cut mor- 
tality losses and to insure strong, 
healthy, productive layers are good 
business policies in the feed deal- 
ers chick program, as well as a 
follow-through campaign on quality 
growing mash and laying mash. 

Advertising, “live display’ and 
other factors are also important in 
any feed dealer's chick selling pro- 
gram, but these will avail him little 
in the long run, unless such a pro- 
gram is used in connection with 
promoting the sale of quality chicks. 

The more chicks of questionable 
quality that are sold in your area 
the less satisfied poultry raisers will 
eventually become, for they cannot 
make a satisfactory profit from 
chicks that will not develop into 
high-producing layers. So hitch 
your chick promotion program to 
the star of quality, and you will 
find it a step in the right direction. 


E. Kile Is Chairman 


For Ohio Convention 


Elton Kile of Kile, O. has been appointed 
chairman of the 1941 convention program 
committee of the Ohio Grain, Mill and 
Feed Dealers association by President 
Bradstock. The 62nd annual convention of 
the association will be held June 2-3 at 
the Deschler-Wallick hotel, Columbus, O. 

Other dealers who will assist Mr. Kile 
on the special program committee include 
H. E. Frederick, Marysville; L. R. Watts, 
London. G. E. O’Brien, Greenville, and 
H. R. Wolley, Pickerington. W. W. Cum- 
mings, secretary, advises that the commit- 
tee is anxious to have dealer members write 
them as to what subjects they would like 
to have discussed at the forthcoming con- 
vention, and that every effort will be made 
to grant the requests. 

@ HAPPY FARMER Supply Co., Urbana, 
Ill., held its grand opening Feb. 22. D. R. 
Lee and Phil W. Prall are the owners. 
Ralph Lee, Champaign is the manager. 
@ M. C. RAYMER, Bowling Green, Ky., is 
re-opening his feed store, destroyed by 


fire Feb. 11. as soon as repairs can be 
made. 


@ LAUREL Flour Mills, Laurel, Del., has 
been incorporated by John L. Abbott, John 
G. Abbott and William H. Phillips. 

@ MARKHAM Bros., Bedford, Va., recently 
erected a new flour and feed mill. 
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@ BUCKEYE Cereal Co., Massilon, Ohio, 
has announced Walter Karnee, Jr.. Beach 
City, as the new manager of its local 
elevator. 


@ WALTER THEIL, owner of the feed mill 
at Milledgeville, Ill., recently installed a 
vertical feed mixer. 


@ METAMORA Elevator Co., Metamora, 
Ohio, sponsored a feeders meeting last 
month, with a program of talks, open dis- 
cussion and a short movie. 


@ ELBURN Feed & Grist Mill, Elburn, II. 
was purchased by George J. Pobstman, 
and was completely remodeled. 


POTASSIUM LrODIDE 
MIA 


@ An intimately blended and milled combination of 
90% Potassium Iodide U.S. P. with Calcium Car- 
bonate and Calcium Oxide. Protected by U.S. Patent. 


A stable, very finely divided Powder, buiky and free 
running, thus assuring uniform distribution and a 
uniform ration of Iodine in your feeds. 


Write for Sample and Circular 


PFIZE 
QUALITY 


FF ovine 


Manufacturing Chemists 


CHAS. PFIZER & CO., INC. 


81 MAIDEN LANE, NEW YORK, N. Y. 444 W. GRAND AVE., CHICAGO, ILL. 


NO-MILK 


NO-MILK Calf Food has been a popular profit 
item with feed dealers for more than 55 years. 
More than 1100 dealers who now handle No-Milk 
Calf Food are helping their customers raise better 
calves and hogs. Write today for complete infor- 
mation and prices. 


National Calf Pellets Are Also Available 


NATIONAL FOOD COMPANY 


D. R. MIHILLS, Mgr. 


FOND DU LAC WISCONSIN 


CORN - OATS - FEED BARLEY 


Poultry and Milling Wheat 


ANY GRADE... ANY QUANTITY... ANY TIME... 
Write or Wire for Quotations 


BUNGE ELEVATOR CORPORATION 


MINNEAPOLIS MINNESOTA 
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Jowa Directors —100 Per Cent Ou The Jot 


Few feed and grain men realize how 
many long hours the officers and directors 
of their various trade organizations actual- 
ly work in their behalf during any one 
year. 

Pictured above are the members of the 


Much has been said recently in trade papers 
regarding new patents and methods of sta- 
bilizing mixtures containing Iodine against 
loss. We RECOGNIZED AND SOLVED 
THIS PROBLEM 5 years AGO! The 
Iodine in Calcium Carbonate Company’s 
products is STABILIZED PERFECTLY, 
and in addition, is COMPLETELY AVAIL- 
ABLE. There is no possibility of insoluble 
and useless iodates being formed. 

The alertness and facilities that enable us 
to anticipate and solve a feed mixing prob- 
lem 5 years ahead well illustrates our 
ability to serve you... serve you with 
dependable, uniform and chemically stable 
products that have bona-fide utility value in 
feed mixtures . . . serve you with the 


board of directors of the Western Grain & 
Feed association. They are not photo- 
graphed at work but on the day the pic- 
ture was taken (March 3 at Des Moines) 
they were in session for seven hours with- 
out an intermission, from noon until 7:00 


PROBLEM 
(Number 1] of Qa series) 
How To Stabilize Mix. 


tures Containing 
Against Loss? 


WE SOLVED THIS PROBLEM 
BACK IN 1935... 


PROTECTION afforded by the largest and 
most complete research and control labora- 
tory in our field. 


Important News Coming! 
Watch for an important announcement 
shortly to be made concerning a NEW 
AND IMPROVED Laboratory and Nutri- 
tional Service. 


FREE MIXING CHART 


Write For FREE Mixing Chart showing 
how easy it is to include the small recom- 
mended amounts of iodine 
and manganese uniformly in 
your feeds. Printed On Heavy 
Paper For Posting on Your 
Wall. Dept. FB. 


Calcium Carbonate Company 


"Pioneer Producers of Trace Elements Products’ 


EAST OHIO ST. 
CHICAGO, ILL. 


BOX 409 
CARTHAGE, MO. 


836 BRANDEIS THEATRE BLOG. 
OMAHA, NEB. 


p.m. after which the executive committee 
continued on from 8:00 until 11:00 p.m. 
During all this time there was nothing dis- 
cussed but the business of the association 
and the welfare of the membership. All 
15 members of the board, as the picture 
attests, were present. 

Seated, from left to right, are: Harry 
Dean, Iowa City, vice chairman of the 
feed division; Jim Olson, West Bend, first 
vice president and chairman of the feed 
division; Walter Berger, Des Moines, trea- 
surer; Gayle Snedecor, Rhodes, president; 
Leland Miller, Cedar Rapids, vice president 
and chairman of the grain division; Colum- 
bus Hayes, Mt. Pleasant, vice chairman of 
the grain division. 

Standing, left to right, are: Ellis Mueller, 
Calamus; Ed Huibregtse, Monticello; Hugh 
Hale, Royal; Sam Stewart, Clarion; Cecil 
McDonald, Sioux City; Lloyd Darling, Cleg- 
horn; John Hinck, Corning, Ray Walters, 
Harlan; Gerhard Larson, Manson. 

Members of the executive committee are 
the president, the treasurer, the two vice 
presidents and the immediate past presi- 
dent who at present is Mr. Hale. 


—extra service 
(Continued from Page Forty-one) 


himself invested no original capital 
in this business. Out of his profits, 
he bought his partner's interest a 
year ago, and now owns it lock, 
stock and barrel. Most of the pres- 
ent equipment and improvements 
to the buildings were purchased 
out of the profits earned, and while 
it is one of the best equipped small 
mills of its kind, further expansion 
is contemplated. The company ex- 
pects to install another new ham- 
mer mill soon to give even faster 
service and handle more business. 
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(Continued from Page Thirty-six) 


research work for better feeding methods. 

I mentioned three important factors that 
entered into the manufacturing of a com- 
mercial feed that will produce economical 
results. I touched on the importance of 
laboratory control and farm testing, but I 
did not say anything about the importance 
of having the facilities for putting into ac- 
tual production the facts you have discov- 
ered in your laboratories and experimental 
farms. By this I mean the manufacturing 
plant itself, with all of its modern ma- 
chinery for blending the many raw ma- 
terials into finished, ready-for-use feeds. 
There are several hundred of these mills 
scattered throughout the country and in 
total they represent an industry investment 
of many millions of dollars. Sales of com- 
mercial mixed feeds run annually into the 
hundreds of millions. 

Each year, new mechanical safeguards 
and additions are made to protect that 
perfect balance we talk so much about. 
If by any chance, there are any of our 
listeners who still believe that a modern 


commercial feed manufacturing plant is 
only a place where raw feed ingredients 
are just easily mixed together, I know it 
would open their eyes to visit one of the 
many huge, modern feed mills of today. 
I speak in behalf of all these mills, as well 
as our own company, in extending a real 
invitation to come and see for yourself 
how carefully and exactingly commercial 
feeds are manufactured today. 


@ CHAS. L. DAVIDSON, president of the 
Stone Mountain Grit Co., Lithonia, Ga., 
has been appointed Colonel on the staff of 
Governor Eugene Talmadge of Georgia. 
This honor is limited to one person in each 
county of the state. 


@ BLISSFIELD Co-operative Co.. Ogden, 
Mich., held the grand opening of its feed 
mill last month. 

@ C. C. FORWARD, Indianapolis, Ind., has 
purchased the West Side Feed Store from 
the Garten Feed Co. 

@ O. ALLEN, Hamburg, Ia., has purchased 
the Good Grain & Implement Co. 


from us. 


ry Our Specialized Service 
for Feed Manufacturers 


As millers of grain specialities for feed manu- 
facturers we offer you individual, personal- 
ized service which guarantees satisfaction. 
Next time you are in the market for any of 
the products listed here let us furnish your 
requirements. Our fast service and quality 
products make it worth your while to buy 


FAST SERVICE 


FRUEN MILLING CO. 


MINNEAPOLIS, MINN. 


Table Rolled Oats 
Feeding Rolled Oats 
Steel Cut Oat Groats 
Feeding Oat Meal 
Pulverized and Bolted 
Oats 

Whole Oat Groats 
Steel Cut Wheat 
Ground Oat Groats 


Mill Feed 

Oat Mill Feed with 
Molasses 

Pulverized and Bolted 
Screenings 


Steam Crimped Oats 
Steam Rolled Barley 


FOR FEED MIXING 


TANK CARS - BARRELS - DRUMS 


PLANTATION 


THE FEED BAG — March, 1941 


QUALITY AND SERVICE UNEXCELLED 
“SHIPMENTS FROM NEW ORLEANS AND ATLANTIC SEABOARD 


Consolidated Products Co. 
ANNOUNCES 2% 


A Buttermilk-Vitamin 
Compound Built Especially 
and ONLY for 


FEED MIXERS 


Easily mixed with any of your 
own branded mashes to provide 
these NEW sales advantages: 


] Much increased PALATABILITY. 


One complete “package” carrying cer- 
tain essential vitamins. 


A GUARANTEED SOURCE of CERTAIN 
VITAMINS. Furnished in a special 
COD LIVER OIL Concentrate and 
Delactosed Whey. 


100 pounds furnishes those vitamins for 
one ton of feed . . . mixes them 
uniformly. 


Makes your feeds DISTINCTIVE... 
a new sales story. 


Saves you approximately $2.50 per ton 
of feed over the cost of individual 
ingredients . . . no buying and han- 
dling of “extras”. 


What Is MIXER-MULSION? 


It is the same dependable Semi-Solid 
Buttermilk many of you have handled for 
25 years, with delactosed whey and vita- 
min concentrates added. 

It is designed to furnish all of the vita- 
min concentrates PLUS part or all of 
the milk products you’re now using. 


Each 100 pounds contains 
a minimum of: 
8,000,000 units Vitamin A 
1,089,000 units Vitamin D 
from Cod Liver Oil 
500,000 Gamma Vitamin G 
Rich in Vitamins B,, B,, Filtrate Factor 
and Nicontinic Acid 
Rich in Vitamin E (furnished by high- 
grade wheat germ, equivalent to one-half 
pound of wheat germ oil per ton of feed. 
Only a Limited Number of Feed Mixers 
can be Supplied. Those will receive in- 
dividual attention and recommendations. 


Consolidated Products Co. 


Danville, Illinois 


Cash in, with Your Mixed Feeds, 
on the 25-Year Reputation of 
Semi-Solid Buttermilk Products. 


ee 
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NATIONAL MOLASSES CO. 
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— customer 
(Continued from Page Nine) 


If a single or small operation has to be 
done, only the small motor specified for 
this particular job is started by a throw 
of the switch. However, if a mixer or shell- 
er were connected up to, say, a 100 h.p. 
motor, the big motor would have to be 
started up for this small job and this would 
unnecessarily increase power costs. 

Monthly average power costs at Ober- 
beck’'s is $60.00 which is considered moder- 
ate for the extent of operations here, even 
though Highland does enjoy a low power 
rate. 

“Everything is V-belt operated here ex- 
cept on the direct drives,” said this feed 
mill operator. “We have no trouble with 
V-belts—no slipping. Equipment will come 
with flat belts but we change over to V- 
belt.” 

“In our motor installations, we use one 
motor drive for a conveyor, elevator and 
cleaner, and another motor drive for an 
elevator and a cleaner.” 

The Oberbeck hammer mill is operated 
by one man. The firm designed a corn 
“agitator,” which keeps the corn from 
bridging in the mill. Shaft. gears and pul- 
leys were purchased and assembled for 
this special installation. The spacing is 
wide enough that no damage is done if a 
chain or any other metal should accidental- 
ly go through with the corn. Even a hatchet 
has been known to go through without any 
damage being done. 


Except for two years since 1926 when the 
Oberbeck Feed Store became an establish- 
ed dealer for a nationally advertised line 
of livestock and poultry feeds, the firm has 
led in total tonnage sales of this line in a 
large district every year. 

“How do you get all of this business?” 
Mr. Oberbeck was asked. 

“Your customer must get correct weights,” 
he said. “There must be no mistakes of 
any kind.” 

“We try not to let old customers slip 
away from us. If a farmer fails to come in 
to the store on or about his regular day. 
our salesman makes a stop at his place 
when making a delivery in his neighbor- 
hood. I will say that in the majority of 
cases, the farmer failed to come in be- 
cause he was inclined to get careless in 
his feeding methods, or the weather was 
bad. If he got careless in his feeding plans, 
then we go ahead and try to re-sell him 
on a definite program of feeding. 


“The dairy man is always interested in 
increasing the yearly net profit per cow. 
And we use figures to again show him on 
how to cut production costs and increase 
the net profits from his herd.” 


In this connection, Highland dairymen 
sell their milk products to the Greater St. 
Louis market of 1,350,000 people, and the 
metropolis of St. Louis and some of the 
suburban cities have stringent milk laws 
patterned after the United States Public 
Health model milk plan, which means that 
it takes a definite program of feeding and 
care to make cows profitable. 


Sunset Feed & 


CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


Clo-Trate Products 


Fortified Cod Liver Oil & 
Vitamin A & D Feeding Oils 


“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


FEED JOBBERS 


Distributors of: 
Hubinger (Keokuk) 
Corn Gluten Feed 

Kellogg’s Hominy Feed High in flavin, milk albumen, 
Chenango Dried Whey 
Wheat Germ Oil 
Wheat Germ 


WRITE US FOR FURTHER INFORMATION 


Grain Co., Inc. 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


Sunset Brand Feed 


(an exclusively milk product) 


and milk minerals. 


Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran ana Middlings 


Z. TENNANT & HoytT CO. 


(Higher in Protein) 
e 


LAKE CITY, MINN. 


The portable feed grinder some time ago 
made his appearance in Highland, parking 
his truck on a lot of a filling station and 
buying his gasoline and oil in exchange for 
the free parking privilege. Oberbeck’s 
didn't wait for the traveling mill operator 
to take away the feed grinding and mixing 
business on the score of convenience. The 
firm pressed a truck into service, the driver 
picking up the grain at the customer's farm, 
grinding and mixing the feed and taking 
it back on time. The result has been that 
little if any business has been lost to the 
portable mill operator. 

The “customer is right” policy is prac- 
ticed here. One day a hog raiser came in 
and complained angrily that his hogs 
wouldn't eat the feed bought at Ober- 
beck’s. An analysis of the feed he returned 
was ordered and it was discovered that 
hen laying mash had been accidentally 
mixed with hog feed at the mill. A “green” 
mill operator failed to shut off the switch 
in time and the two different feeds were 
mixed. The customer was presented with 
a bag of hog feed without charge and his 
good will retained. 

The Oberbeck Feed Store was establish- 
ed about 18 years ago by H. W. Oberbeck. 
He retired a few years ago and his two 
sons, Ed, and Clarence, are now engaged 
in running the business. 

@ GERIG Feed Mill & Hatchery, St. Joe, 
Ohio, held its grand opening last month, 
featuring a day of free entertainment, in- 
cluding movies, talks, poultry clinic and 
lectures. 


MICHIGAN AVENUE 
WHERE © 


CAGO 


@ The pulse of the city — Michigan Avenue. 


44 = 


Chicago works and plays to the tune of its 


chythmic hum. In the most convenient location 


on this famous thoroughfare, Hotel Auditorium 


provides spacious pleasant rooms, excellent 


service and superb cuisine, at reasonable rates. 


WITH BATH From $950 WITHOUT BATH dF 
° ‘From 


| 


== 


AUDITORIUM 


MICHIGAN AT CONGRESS GEO. H. MINK, Manager 
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Steady 


N THE bright old college town of Am- 

hurst, Mass., Victor Grybko has been 
pyramiding a steadily growing patronage 
for the past six years. Starting from 
“scratch” this Checkerboard store can now 
point proudly to 240 regular, profitable 
customers. There are absolute book rec- 
ords on about 190 of them, while some 
fifty more buy frequently on a cash-over- 
the-counter basis. 

To understand how other feed managers 
and independent retailers can duplicate 
Mr. Grybko’s success, we shall see how he 
did it, just what he did to accomplish it. 

Every business starts with a location, 
and this one has been a heavy factor in 
facility of handling incoming shipments, 
and consequently to growth of trade. The 
Boston & Maine railroad siding permits 
unloading right onto the main floor of the 
main building. Thus it is always possible 
to buy in carload lots for lower price bene- 
fits. A further aid to efficient storage is the 
use of a separate building for the slower 
moving products such as hay, straw, shin- 
gles, and peat moss. The 3420 square feet 
of main floor are always available for the 
faster turning merchandise, which now 
runs from seven to thirteen carloads per 
month. 

Steady trade is drawn from a radius of 
about 15 miles, and is about evenly divided 
between dairymen and poultry raisers. 

Probably the backbone of the business 
has been and will always be continuous 
direct contact work. It is impossible, says 
Mr. Grybko, to over emphasize the import- 
ance of getting and keeping the confidence 
of the farmers. Keep calling on them, even 
when only for a casual greeting. More 
than any other class of people they appre- 
ciate a favor. 

For instance, to show how a small ac- 
commodation brings back dividends many 
times over, Mr. Grybko was covering his 
route last winter when he called on a 
farmer who was temporarily cut off from 
any way of getting to town. He happen- 
ed to be out of cigarettes. Mr. Grybko gave 
him a pack of his own. That farmer, at 
the time only an occasional buyer, has 
never forgotten, and his purchases have 
since been very regular. 

Keeping the farmers’ good will is also 
achieved by maintaining an accurate mail- 
ing list for advertising. His company does 
most of it direct from St. Louis, but it 
would not only lose its effect, but might 
be entirely wasted if the lists were incor- 
rect or incomplete. Consequently Mr. 
Grybko spends a reasonable bit of time 
periodically correcting and revising the 
lists of prospective mailees submitted by 
the main office. 

Still another business booster, one which 
spreads out in several directions, costs 
practically nothing in time and money, 
and is now a regular part of the store's 
policy has been developed by Mr. Grybko. 
By serving as an unofficial “trading post”, 
Mr. Grybko’s store has directly boosted its 
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built on service 
policy by grybko 


own turnover, made many new contracts, 
and secured much valuable advertising. 
And the majority of the new business which 
has come in this way might very easily 
have been lost altogether! 

Being dairy and poultry farmers, Mr. 
Grybko’s customers have merchandise to 
sell or else wish to buy something. For 
instance, one of his regulars wanted to 
increase his herd, but had been unable to 
find satisfactory stock. Knowing of a farm- 
er who also deals in cattle, Mr. Grybko 
immediately dropped him a card asking if 
he could supply the desired kind of cows. 
The dealer could and did. 

Moreover, this bit of cooperation not only 
cemented friendly confidence in the mind 
of the regular customer, but it brought the 
cattle dealer in as entirely new business. 
Because he is constantly buying and sell- 
ing cattle, he must necessarily be a heavy 
buyer of grain and feed. It was also 
pointed out and acknowledged that first 
quality feed was well worth using for this 
dealer or any dealer to help keep his stock 
in A-l condition when viewed by pros- 
pective buyers. 


““A”’ and FEEDING OIL 
CONCENTRATE 


& We have a cod liver oil 

S © to fit your needs. 
COS FIVE X BRAND — 
eS Y Guaranteed Vitamin D con- 


tent 425 A.O.A.C. units, and 
3,000 U.S.P. units “A” per 
gram. A blend of cod liver oil, 
natural fish oils, and high vitamin 
liver oils tested on chicks and rats 


WHITMOYER QUALITY COD 
LIVER OIL 


High quality “straight” cod liver oil of 
guaranteed Vitamin “A” and “D” potency. 
Straight Vitamin “‘A”’ and “‘D’’ Feeding Oil — 
Guaranteed 100 A.O.A.C. units “D” and 
1,000 U.S.P. units “A” per gram. 

FULL TRANSPORTATION ALLOWED ON 

5X AND 3X CONCENTRATE 

Write today for current prices and full information. 
WHITMOVER LABORATORIES, INC. 
Manufacturing Chemists, Box 14, MEYERSTOWN, PA. 


@ BRIDGEHAMPTON Trading Corp., 
Bridgehampton, N. Y., was incorporated 
last month by Morton E. Gilday. 


@ BOLIN & RICHARDS Feed Store, Mar- 
tinsville, Ind., entertained farmers of the 
neighborhood recently. Feature speaker at 
the meeting was F. E. Brantz, McMillen 
Feeds. 

@ ECLIPSE Feed Mill, Highland, IIl., re- 
opened last month after being remodeled 
and rebuilt. The building was destroyed by 
fire last June. 

@ CALDWELL Seed & Supply Co., Evans- 
ton, Ill., has changed its name to Perma- 
lawn Products Co. 


YOURS For GREATER 


Profit Gains! 
© Ryde’s Cream Calf Meal 


For Healthier Calves 


A famous prepared meal to re- 
place milk. Is 
specially steam 
cooked to aid di- 
gestion and re- 
milled for added 
quality. Saves 
users up to 50% 
on feeding costs. 


NUTRITIVE 
MINERALS 
They contain cal- 
cium from cooked 
and ground egg 
shells, egg albu- 
men plus other 
health giving min- 
erals for faster 
growth, more re- 
sistance to dis- 

ease. 


Co. 


Melkcentrate 


A specially pre- 
pared 32% con- 
centrate, made 
from dried 
blood, process- 
ed into desir- 
able cereal in- 
gredients, with 
buttermilk and 
dried whey. 


5425 W. Roosevelt Rd. Chicago, Ill. 


and maintenance costs. 


Write today for catalog 


ONE MACHINE, A COMBINATION, 
OR A COMPLETE MILL or ELEVATOR 


oe High quality equipment that is 
unsurpassed in thoroughness of 

work, ability to give constant 

service, or savings in operation ‘ 

No job too large or too 
small for Kelly-Duplex to handle efficiently. Select } 
the equipment you need from the complete Kelly- 
Duplex line and make substantial savings. 


THE DUPLEX MILL and MANUFACTURING CO. 


SPRINGFIELD @ OHIO 


4 


ATOTAL ATTACK 


Against vitamin A & D deficien- 
cies in your poultry ration when 
feeding. 


DEVOLD'S “STANDARD” 


Devold’s Vitamin A & D Feeding 
Oil “Standard’”’ — 1000 USP A 
100 AOAC D. 


—Particularly rich in the less stable 
Vitamin A. — Biologically Tested. 


Write for information and prices 


PEDER DEVOLD OIL CO., Inc. 
147-P Varick St., New York, N. Y. 


CEREAL 


GRADING CO. 


MINNBAPOLIS 
Specialize in 
GOOD 


CORN and OATS 
For 


WISCONSIN TRADE 
Prices Right — Service Prompt 
TRY US 


Clear Quill 


* MINERAL 


| SELL this mineral 


For _ that is really different 
Hogs —it offers an oppor- 
tunity for greater 
profits! Write for 
€ details. 
WATERLOO MILLS CO. 
Manufacturers 


WATERLOO, IOWA 


Geed Feuer 


by EMIL J. BLACKY 

Give me a feed store in the spring 

When winter has shedded its cover- 
ing, 

And the “peep, peep, peep” of a 
baby chick 

Mingles with the gurgle of an ice- 
freed creek. 


Seeds in the warehouse piled roof- 
high, 

Waiting to sprout into clover and 
rye 


Wire, phone or write for prices 


Demon Steamed 
Rolled Oats and 


Other DEMON Products 
Steel Cut Oats 

Whole Oat Groats 
Feeding Oat Meal 
Reground Oat Feed 
Oat Groat Flour 
Pulverized Oats 


Des Moines Oat Products Co. 


Des Moines, Iowa 


Minnesota Girl Flour 
Good Bread Flour 


quality 


spring wheat flours 


A Complete Line of Mill Feeds 
Capital Flour Mills, Inc. 


Corn Exchange Bldg., Minneapolis 


In the freshly tilled bosom of rich, 
warm earth 


With farmers a-rushin’ to give crops 
birth. 


Trains switching cars as the coup- 
lings crash, 

Bringing in starter and growing 
mash, 

The feed mill droning a high-pitched 

song, 

While the mixer churns merrily all 

day long. 


Sally a-tidying up the place 

With a new light of romance on her 
face, 

Hinting the store needs a new coat 
of paint 

To which I'm in agreement, and 
darned if I ain't. 


Sun rising early for a bright new 
day 

Customers waiting with orders that 
pay. 

The fever may get me while I sing 

But give me a feed store in the 
spring. 

@ VERN THEDE, operator of the Home 
Mix Feed Co., Wilton Junction, Ia., is build- 


ing a new feed plant which will be one of 
the finest in eastern Iowa. 


Dependable-Uniform 
400 D 400 D 85 D 
3000A  1000A 600A 


Sardine oil—natural fish liver oils 
F. E. BOOTH CO., INC. 


Department FB 
110 MARKET ST.,SAN FRANCISCO, CAL. 


you name it! 


If it's a feed ingredient we've got it, 
1 bag or a carload, no delays in 
loading. 


Peat Moss, Fish Meal, Calf Manna, Dry 
Molasses, Vitamin Oils, Brewers Yeast, 
Beet Pulp, Malt Sprouts, Peanut Meal, 
Mill Feeds, Alfalfa Meal, Cod Liver Oil. 


FEED SUPPLIES. Inc. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


Deutsch & Sickert Co. 


741 N. Milwaukee Street 
Milwaukee, Wisconsin 


© Norge Pure Cod Liver Oil 
® Staley’s Corn Gluten Feed 
® Staley’s Soybean Oil Meal 
© Big Chief Meat Scraps 


Grain Feed Hay 


C (yess 


ETTER RINTING 


435 N. SECOND STREET 
MILWAUKEE, WISCONSIN 


We Specialize in 
High Grade Color Printing 


Catalogs and Trade Publications 
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Employment Bureau 


‘ complimentary, confidential service — 
«.ddress your inquiries to The Feed Bag 


POSITIONS WANTED 


SALESMAN—Seven years experience as gen- 
ero! manager. Well acquainted with feed trade 
in Minnesota, Wisconsin and northern Michigan. 
Good knowledge of feed and fertilizer formulas. 
Murried, age 29. Refer to No. 2141, % The Feed 
Bay, Milwaukee, Wis. 


ACCOUNTANT—experienced in feed and fruit 
stores; operated own feed and produce store. 
Prefer northern Illinois territory. Age 29, mar- 
ried. Refer to No. 1142, % The Feed Bag, Mil- 
waukee, Wis. 


SALESMAN or feed mill manager—experi- 
enced in bookkeeping and assistant manager's 
work. Prefer Wisconsin territory, but will work 
elsewhere. Age 37, married. Refer to No. 1140, 
‘ The Feed Bag, Milwaukee, Wis. 


MANAGER feed and grain business—or sales 
work—twelve years’ experience in feed and 
grain business. Well recommended. Willing to 
work anywhere. Age 40, married. Refer to No. 
1144, % The Feed Bag, Milwaukee, Wis. 


POSITIONS AVAILABLE 


SHIPPING CLERK—man with ability to super- 
vise labor in flour and feed manufacturing 
plant. Refer to No. 1240A, % The Feed Bag, 
Milwaukee, Wis. 


FEED SALESMAN—Eastern territory. Must be 
acquainted in feed industry and be able to pro- 
duce. Give full information. Refer to No. 1410A, 
% The Feed Bag, Milwaukee, Wis. 


@ LUDLOW Farmers Elevator, Ludlow, IIl., 
was reorganized on a cooperative basis. 


@ FARMERS ELEVATOR Co., Lake City, 
Minn., has installed a new hammer mill. 


\ 
BAGCO 


ESTABLISHED 1889 _ 


FREDMAN BAG 
MILWAUKEE, WIS. 
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Gradon Swanson of Des Moines has 
been chosen as executive secretary of the 
Western Grain & Feed association to suc- 
ceed Harold E. Theile who recently resign- 
ed because of illness. 


Mr. Swanson, who is known as “Duke”, 
comes to the association from the Western 
Mutual Fire Insurance Co. where he has 
been engaged in sales, advertising and the 
editing of the company’s house organ. 

He has had extensive experience in the 
organization of community business pro- 
motion and is considered an expert in the 
field of retail merchandising. Mr Swanson 
is 39 years old, married and has three 
children. He was one of 15 applicants. 


rep 


DIGESTER TANKAGE 
MEAT AND BONE SCRAPS 


YOU CAN’T 
BUY 
BETTER 
QUALITY 


\\ 
[WILSON & Co.} 


DENVER 
ALFALFA 


MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 


Milling & Products Co. 
LAMAR, COLO. 


Merchants Exchange 
ST. LOUIS 


REGULAR 


125 D 
1000 A 


COD LIVER AND 
FEEDING OILS 


FEEDING OIL FEEDING OIL 


400 D 85D 
1000 A 600 A 
VITAMIN D in A.O.A.C. units 
VITAMIN A in U.S. P. units 


NEW ENGLAND 
BY-PRODUCTS 
CORPORATION 


177 MILK STREET — BOSTON, MASS. 


DIVISION SALES MANAGERS 
WESTERN 
MORRIS, 4949 Vincent Ave. So, MINNEAPOLIS, MINN 
CENTRAL 


New Secretary 
— | 
VACUNED 
BURLAP CLEAN 
110 
| WE (phone | JAMES A. ZEHR, PETTISVILLE, OHIO (Michsen, Ohio end 
Buy DALY 
414 ANDERSEN, 600 $. Deleware Ave, PHILADELPHIA, PA 


Service department for our readers. Low 
Rates: 35c per line: minimum, four lines 
including heading. 


FOR SALE—CORN CUTTER 
Standard machine in first class operating con- 
dition, complete with aspirator—electric motor 
—, Write PR-4103, “% The Feed Bag, Milwau- 
ee, Wis. 


30 AND 50 H.P. HAMMERMILLS 
These grinders do wonderful job on ear corn. 
A real opportunity for corn belt miller to get 
ractically new equipment at bargain prices. 
— BW-4104, % The Feed Bag, Milwaukee, 
is. 


20 H.P. MILL AND ONE TON MIXER 
Both are worth more than the asking prices 
to some one who wants to enter the feed busi- 
ness on a conservative basis—with small initial 
investment. Machinery in first class operating 
condition. Write PC-4105, % The Feed Bag, Mil- 
waukee, Wis. 


CONTROL CALF SCOURS 
with 
UNIVERSAL YEAST 

Yeast enzymes correct faulty digestion, the 
forerunner of scours. Aids in digestion for all 
classes of cattle. A valuable and economical 
ingredient for all dairy rations. 

Write for literature and formulas. 

RICE LABORATORIES, INC. DASSEL, MINN. 


SEED CLEANERS AND MOTORS FOR SALE 
2 clippers; 1 large Monitor—l scarifier—sev- 
eral electric motors; 1 Huntley mixer, also spiral 
conveyors, shafting, pulleys, hangers, belting, 
elevator heads and boots-cup belting, etc. Write 
THC-341, % The Feed Bag, Milwaukee, Wis. 


CEMENT BLOCK MILL FOR SALE 
First floor 50x60; second floor 40x50; 5-12x10 
bins 15 ft. high. R. R. siding. Midget Marvel 
floor mill, 25 bbl. hammer mill; 40 HP gas en- 
ine. Cost $21,000 to build. $4,500 takes it. 
Write Box 194, Cochranton, Pa. 


HAMMER MILL FOR SALE . 
Has 30 H.P. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, % 
The Feed Bag, Milwaukee, Wis. 


WHOLESALE CHICKS—U. S. APPROVED 

Pullorum tested. Popular varieties including 
Buff Rocks, Partridge Rocks, Silver Wyandottes, 
Dark Cornish, Anconas, Australorps, New Hamp- 
shires. LACLEDE HATCHERY, LEBANON, MO. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, % The Feed Bag, Milwaukee, Wis. 


CORN CRACKER AND GRADER FOR SALE 

Cutter — grader — polisher —aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
% The Feed Bag, Milwaukee, Wis. 


@ SCHELLSBURG Roller Mills, Schellsburg, 
Pa., installed a one-ton feed mixer in its 
plant last month. 


@ MANNINGS & CLARK Feed Co., Union- 
ville. N. J., sustained a loss of $35,000 re- 
cently when its plant was destroyed by 
fire. 

@ BROOKVILLE Feed & Coal Co., Brook- 
ville, Ind., has been taken over by John 
Brummer, former co-owner. 


@ HOWARD RATCLIFF, Lynchburg, Ohio, 
local feed dealer, recently purchased the 
H. Murphy & Son Elevator. 

@ PRINCETON Mill & Elevator Co., Prince- 


ton, Minn. has installed a 1 ton feed mixer. 


@ WOODVILLE Elevator Co., Woodville, 
Wis., last month underwent considerable 


remodeling and installed a new feed mixer. 


@ DAVENPORT Elevator Co., Bode, Ia., 
has been sold to Farmers Elevator Co. 


Midland Hay & Feed Co. 
Beet Pulp and Millfeed 


220-222 Corn Exchange Building 
Minneapolis, Minnesota 


ARMOUR’S MEAT SCRAPS 
NOPCO COD LIVER OILS 
MANAMAR—OMALASS 
KELP—STALEY SOYBEAN MEAL 
Maney Brothers Mill & Elevator Co. 


Minneapolis, Minn. 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


PURE OLD PROCESS 


LINSEED OIL MEAL 
A Suggestion—Write us today if interested. 
Either Prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 
A. L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


Now You Can 
Afford Aa Elliatt 


Addressing Machine 


The Elliott Addresserette will solve 
addressing problems for those firms sending 
direct mail advertising to small lists. Avail- 
able at only $17.50, the new Elliott Ad- 
dresserette does beautiful work at a speed 
eight times faster than hand addressing. 
It will enable you to maintain closer con- 
tact with your customers with a minimum 
of effort and cost. This machine uses 129% 
fibre address stencils which can be cut on 
a standard typewriter. The closest compar- 
able equipment sells for five times as much. 


Write TODAY for Complete 
Details 


The Elliott 
Addressing Machine Co. 
143 Albany St. Cambridge, Mass. 


Now! -Buy SUPERIOR’S -Pure 


Meat and Bone Scraps 
Digester Tankage 
Bone Meal—Blood Meal 


Superior Packing Co. 
St. Paul, Minn. 


OCcCCIDENT 


MIXED FEED 
Hits the Feeding Mark 
hussel Miller Millin 


Minnespols, Minn. 


MINNEAPOLIS 


Feeding Oat Meal 
Meat Scraps — Beet Pulp 
Malt Sprouts 
Clo-Trate — Cod Liver Oil 
North East Feed Mill Company 


MINNEAPOLIS MINNESOTA 


“FOR FEED CALL « 


“Stormy” 


IOWA FEED COMPANY 
Phone 45177 Des Moines, Iowa 


HIAWATHA 


WHEN IN THE MARKET FOR — Poultry Wheat, Feed 
Oats, Wheaty Barley, Feed Barley, Corn, Feeding Screenings, 
Ground Screenings — write or wire for quotations. 


GRAIN COMBARY 


MINNEAPOLIS, MINN. 


Dried Skim Milk 


W. BURCKHALTER, INC. 


156 FRANKLIN ST., NEW YORK, N. Y. 


Dried Buttermilk 
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American Dry Milk Institute 20 


Arcady Farms Milling Co 6 
Armour & Co «2a 
Atkins & Durbrow, Inc 

Blatchford Calf Meal Co 29 
F. E. Booth Co 54 
Borden Company 24 
Broadway Press 54 
Bunge Elevator Corp 49 
Cc. W. Burckhalter 56 
Calcium Carbonate Co 50 
Capital Flour Mills Inc 54 
Cargill, Inc. 40 
Cereal Grading Co 54 
Classified Advertisements 56 
Herbert K. Clofine 5 
G. E. Conkey Co 34 
Consolidated Products Co 51 
Corn Products Sales Co 45 
Darling & Co 16 
Denver Alfalfa Milling & Products Co........... 55 
Des Moines Oat Products Co.........cceeeeeeeeseees 54 
Deutsch & Sickert Co 54 
Doughboy Mills, Inc 
Dreyer Commission Co 56 
Duplex Mill & Mfg. Co 53 
Elliott Addressing Mch. Co 56 
Feed Supplies, Inc 54 
Franke Grain Company 5 
Fredman Bag Co 55 
Fruen Milling Co 51 
General Biochemicals, Inc 5 
Hiawatha Grain Co 56 
Hotel Auditorium 52 
Hotel Elms 46 
S. Howes Co., Inc 5 
Hubbard Milling Co 10 
Chas. L. Huisking Co 54 
T. E. Ibberson Co 39 
Iowa Feed Co 56 
A. E. Jacobson Machine Works..................0006 37 
Jersee Company 58 
Spencer Kellogg & Sons Inc 38 
King Midas Flour Mills 60 
La Budde Feed & Grain Co 58 
Lapp Laboratories Inc 58 
Leary Grain Co 56 
Limestone Products Corp. of America............ 28 


Maney Bros. Mill & Elev. Co 
Midland Hay & Feed Co 
Mill Mutual Fire Prev. Bur 
Morton Salt Co 

Murphy Products Co 


Napthole Inc. 


National Distillers Products Co... 47 
National Food Company 49 
National Molasses Co 51 
National Oil Products Co 57 
New England By-Products Co.........ceeeceeeeeee 55 
Northeast Feed Mill Co 56 
Northrup King & Co 36 
L. L. Olds Seed Co 43 
Oyster Shell Products Corp........cccssssesceesees 47 
Page Seed Co 57 
Pecos Valley Alfalfa Mill Cou... 57 
Peder Devold Oil Co. Inc 54 
Chas. Pfizer & Co 49 
Quaker Oats Co 27 
Russell Miller Milling Co 56 
Ryde & Co 53 
Dr. Salsbury’s Laboratories 26 
Sargent & Co 30 
Screw Conveyor Corp 45 
Self Locking Carton Co 19 
Sidney Grain Machinery Co 43 
Silmo Chemical Co 33 
E. R. Squibb & Sons 13 
A. L. Stanchfield & Co : 56 
Strong Scott Mfg. Co 3 
Sunset Feed & Grain Co 52 
Superior Packing Co. 56 
Swift & Co 57 
Tennant & Hoyt Co 52 
Tobacco By-Products Co 32 
Virginia Carolina Chemical Co...........cceeee 14 
Waterloo Mills Co 54 
Werthan Bag Corp 58 
White Laboratories, Inc 35 
Whitmoyer Laboratories Inc 53 
Wilson & Co 55 


Firms that spend money to build geod will are 
less likely to do anything that might nullify the 
effect of their advertising than firms making no 
such investment. It will pay readers to trade with 
The Feed Bag advertisers. 


@ QUALITY 
@ DEPENDABILITY 
@ ECONOMY 

@ SERVICE 

@ REPUTATION 


NOPCO} 
VITAMIN A ano D OILS 
Feeders’ Choice—"NOPCO XX 


as always 
*Trademark of y 


a NATIONAL OIL PRODUCTS COMPANY 


HARRISON. NEW JERSEY 


Swift & Company 


CHAMPAIGN, ILL. 
CAIRO, ILL. 
DES MOINES, IOWA 
FOSTORIA, OHIO 


Phone, Write, or Wire 
for prices. 


- 


Get and DATED 


Will bring you more satis- 
fied customers and more 
repeat sales. 


Order a Display Case of 
Page’s Seed Packets on our 


Sale and Return Contract 


Page’s Field, Vegetable, 
and Flower seeds, Onion 
sets, and PA-SE-CO Brand 
Seed Corn are all selected 
and tested, and of the 
highest quality. 

Write today for Free Gar- 
den Guide and Wholesale 
Price List for 1941. 


The Page Seed Co. 


“At Your Service 
Since 1896” 


P. O. Box 6, Greene, N. Y. 


Hagerman, N.M. 


TRY OUR 


PECOS SPECIAL 
IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


THE FEED BAG — March, 1941 


e 57 


SS. 


& 
| 
| 
WIFT: 4 | 
SOYBE, 
OIL M E aN 
pp43% 
R VAY 
Pecos Valley Alfalfa Mill 


FEED DEALERS! 


(Process Patent No. 2014900) 


(") Baby Chicks will be 
ie Make More Money — Get and Hold More C 
atched this m ‘ ake More Money — Get and Hold More Customers. 
d this onth JERSEE-Ize—it's the success secret used by hundreds of 
There is a profit for Mills, Elevators and Feed Stores for mixing their own line 


3 of feeds—feeds that give better results and sell easier. 
With our plan you Jersee-ize your feeds with Jersee 


) Balancer—a High Potency, Double Seal, Vitamin Con- 
" LAPP S HYGENO centrate with added minerals. A PLUS value celine 
POULTRY LITTER that goes twice as far as any other vitamin concentrate. 
ee | You Make Up to $20.00 a Ton 
WRITE TODAY FOR More Profit with Our Plan 


SAMPLES AND PRICES 


You control the trade in your locality. Our free dealer 
service is outstanding in its completeness. Formulas, 
double seal tags, registration papers, posters, folders, cir- 
culars, newspaper mats are all part of our service to you. 


Write today about our plan of mixing your own line 
of feeds that are geared for profits and results. 


CIENTRAINES 


MINNEAPOLIS, MINN. NEVADA, IOWA The JERSEE CO0., Minneapolis, Minn. 


—Better Built Bags— 
BAG FACTORIES - COTTON MILL - BLEACHERY B U T T E R M ' L K 


POWDER 
TALK asour sacs! 


(Quoted from a Customer's letter) Think of Wisconsin when 


you need some choice dried 


“Here comesa bouquet for you 
and your entire organization. 
vx x x It is a pleasure to do 


buttermilk or skimmilk 


powder — shipped direct 


business with a swell outfit from creameries to insure 
like you have.” a good fresh product. 
NEXT TIME! 


let us quote you 


La Budde Feed & Grain Co. 
(W E R T H A N) a MILWAUKEE, WIS. 
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WERTHAN BAG CORPORATION 
NASHVILLE —NEW ORLEANS 


— 
ite] : 
| \ tes / 
CONTENT Ed 
A-B-C-D-EEG 4 
HYGE 
DUSTLESS - SANITARY 
ABSORBENT 
Mm 
| 
POULTRY 
RAT 
MINN — 
Commercial 
[ABORATORIES 
| 


YOUR OWN 


CHICK 
fat SEL for LESS than you PAY 
for most STARTING MASHES 


A $2.00 mixing profit on 
every ton. 


An extra profit on the 
- grains and mill feeds used. 


A larger TOTAL PROFIT 
= from the increased busi- 
ness attracted by your 
lower prices, Murphy advertising and 
top-notch results. 


» A standard merchandising 
profit on every bag. 


Why pay ROUND-TRIP freight on 80% of the weight of the 
Poultry Feeds you sell? Why pass the extra costs of factory- 
mixed feeds along to your customers in needless high prices? 
Why tie up your good cash working capital in needless inventory? 


Why miss the quick big-volume business you can command 


with VIG-O-RAY mixed mashes at amazingly low prices? 


f 
fue 


Write for FREE details. Murphy’s supplies you with the 


things you need to get into this 4-profit business immediately: 


Year- 
<a Branded Bags, Mixing Formulas for Poultry and Livestock. 
ADVERTISING And the biggest and best package of Dealer Selling Helps we 
TUNE IN ever saw in the feed business. 


Daily, 1:05 P.M.—WLW 
Sat. 12:30 P.M.— WDAY 


MURPHY PRODUCTS COMPANY 


Sat. 8:30 P. M.— WHO 
Sat. 9 P. M.—WLS Established 1920 Burlington, Wisconsin 
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PARTING 
“A COMPLETE MASH 
| 
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The new, Enriched KING MIDAS 
Flour retains all the snowy white- 
ness, all the superior quality, 
which has made KING MIDAS a 
favorite with thousands of house- 
wives, but in addition is fortified 
with the following health-giving 
ingredients: 


(Vitamin B,) . . . Contributes to 
the health of the nervous system: 
is essential to growth; helps main- 
tain the appetite. 


NICOTINIC ACID 

. A rich source of energy; 
resistant to fatigue: an important 
factor in alertness of mind and 
body. 


[IRON 


. Builds valuable red corpuscles 
in the blood. 


GOLDEN 


ENRICHED 
FLOUR 


VITAL ELEMENT in the National Defense 

program is the health of the nation. A 
strong, alert citizenry is of greatest importance in 
the tremendous task which lies ahead. 


Because nutritional research experts have found a 
serious vitamin deficiency in the diet of many people 
today, the U. S. Government has suggested flour as 
the best medium of restoring these essential vitamins 
to the national diet. KING MIDAS FLOUR MILLS 
is happy to cooperate with the government and the 
defense program. 


Tie in with Enriched KING MIDAS Flour in the 
promotion of this health program in your community. 
The increased importance of flour in the diet will 
make your cash register ring, and you'll be doing a 
real service for your neighbors. 


q 
— — 
j 

Ewuched 

| FLOUR 

3 WORTH ALL IT COST 


